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Nationally Advertised 


. We tell the millions of 
post gLiF ) Bad readers in these leading 

: ; ever lone) national magazines to buy 
a ne our products from you. 
A ‘~~ op Order today and keep 


¢ M Lag” . 
ys ‘om? | well supplied! 


Our Newest Alacrome 


FITS-ALL No. 
uilalle Screen Dor 


GRILLE 


The most beautiful, ornamental Fits-All Grille 
of them all! Its gracefully designed scrolls insure 
a wide sales appeal. Also fully adjustable for 
nearly all standard-size screen doors. Made of 
Alacrome metal with a permanent, silvery-satin 
finish that will not rust or tarnish. Note the in- 
genious patented holder in the lower right corner 
of the grille as installed on the door to the left. 
It permits easy adjustment of the scrolls to fit 
the door while being installed. Each grille packed 
in individual, attractive, fully illustrated display 
carton. We're sure this new grille will soon lead 
the field, so order your stock right away! 








IDEAL FOR 
COMBINATION 
SCREEN-STORM DOORS 


Our new FITS-ALL No. 5 
Screen Door Grille is fully 
adjustable for many styles of 
screen doors. For example, 
on the combination screen- 
storm door shown at the left, 
the scrolls may be installed 
in both the upper and lower 
sections to create a striking 
effect. Such grace- —_ 

ful designs have io 
sales-appeal as 

well as eye- 

appeal! 











COLORFUL, 
br cy SALES- 
_ITS-ALL No. 5 MAKING 
DISPLAY 
CARTON 


»_ — 











Each grille is individually packed in 
this eye-catching, colorful display car- 
ton with complete instructions for in- 
stalling and suggestions for arranging 
scrolls. 














News Briefs for the Busy Reader 


The basing point bill, after two years, got through Congress; though at 
this writing the President hasn’t dealt with it. The bill would allow 
manufacturers to absorb some freight costs, to establish uniform delivered 
prices; provided there’s no collusion. 


. * & 


Rent control, due for a close vote in Congress, has been advanced toward 
passage. It’s a compromise measure, extending controls until the end of 
this year; with a local option feature permitting cities under certain cir- 
cumstances to continue controls until midyear of ’51. 


* * * 


A British commission, studying U. S. building methods, reported one of 
the great assets of the American industry to be the “incentive climate” of 
this country. Strong competition; but equally strong co-operation, once the 
contract is let. 

* + * 


Building permits for city dwelling units, issued the first quarter of this 
year, were 79 percent above the number authorized during the first quar- 
ter of 1949. 


* =~ 


FHA-financed apartments are said to be getting smaller by the year, de- 
spite larger families. In the District of Columbia last year more than half 
the apartments approved had three and a half rooms or less; making the 
national capital the percentage winner in the little-home Derby. 


* * * 


The National Savings and Loan League indicates it will supply still larger 
amounts of easy credit to perspective home buyers; an added stimulus to 
the nation’s big housing program. 


* * * 


The Lumber Survey Committee reports it was the combined big housing 
boom and a bad winter in major producing areas that had put the strain on 
the industry; depleting mill stocks and causing the rise in the BLS whole- 
sale price index. Production is now increasing. 


 £ * 


Some fear in construction that rising prices may check residence construc- 
tion. Some 60 percent of new houses are NOT financed under FHA insur- 
ance; and advancing prices are discouraging some of these would-be 
owners. 


* * * 


Materials usually mentioned as higher in price or limited in supply, or 
both, include not only construction lumber but also gypsum products, tile, 
plumbing, flooring, and a good many items of hardware. 


* * * 


One of the big catalog houses has reduced summer prices materially on 
several thousand items. A trend? Probably just shrewd mass merchandis- 
ing. 
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RETAIL SALES 


U. S. totals for April about 
equal to month's figure in '49 


Total sales of retail stores in 
April amounted to $11,095 million, 
about equal to the figure for the 
same month a year ago, according 
to the U. S. Department of Com- 
merce. 


After adjusting for seasonal fac- 
tors and differences in the number 
of trading days, dollar sales in 
April were fractionally below the 
value registered in March. 


On an adjusted basis, retail sales 
at nondurable-goods stores in April 
were very slightly above March. 
Durable-store sales, however, de- 
clined about 214 percent. 


Among the nondurable - goods 
groups, advances after seasonal ad- 
justment of about 3 percent were 
shown for the general merchandise 
and apparel groups, while relative- 
ly small changes were indicated for 
the remaining nondurable cate- 
gories. 

Among the durable-goods stores, 
declines of about 4 percent were re- 
ported by the automotive and home- 
furnishings groups. These de- 
creases in sales were in large part 
attributable to used cars in the au- 
tomotive group, and to appliances 
in the case of homefurnishings. 


FOLDERS 


Maple Hooring Association 
offers educational material 


THE Maple Flooring Manufac- 
turers Association has announced 
publication of six educational fold- 
ers and leaflets describing grading 
characteristics and including tech- 
nical information pertaining to 
proper floor laying procedure, out- 
line specification data and recom- 
mended uses of Northern hardwood 
floorings. 

Single copies of these folders and 
leaflets are available free upon re- 
quest to the Association, Box 678, 
Oshkosh 1, Wisconsin. This timely 
series of MFMA literature. is rec- 
ommended to builders and design- 
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ers of large-scale housing projects 
and residences, as well as to archi- 
tects, general contractors, lumber 
dealers, maintenance engineers and 
students. 

Also, noting the current popular- 
ity of Northern Hard Maple and 
Birch floors for residences, North- 
ern hardwood flooring manufactur- 
ers are distributing these mailing 
pieces in quantities to lumber and 
material dealers throughout the 
country for their promotional use. 


SEASONED LUMBER 


Southern Pine Association head 
calls for use of dry lumber only 


THE Southern Pine Association, 
whose subscriber mills produce a 
substantial portion of the nation’s 
softwoods, recently emphasized the 
importance of properly seasoned 
lumber in home construction. 

Mr. E. O. Lightsey, Miley, South 
Carolina, President of the associa- 
tion, said that properly constructed 
frame houses still represent the 
most popular type of home in 
America today. He denounced the 
use of green, or unseasoned lum- 
ber, in the nation’s home-building 
program, and said that builders 
generally are turning out a better 
house for the money today than 
ever before. 

“The huge wave of home con- 
struction now going on,” he said, 


“is based on the steady sup; ly of 
good lumber reaching the ma ket.” 
In referring to a printed story 
based on discussions at the recent 
Southern Pine Association (Con- 
vention in New Orleans to the ef- 
fect that inferior lumber products 
were going into homes to some ex- 
tent, Mr. Lightsey said, “we decry 
the use of a single foot of green 
lumber in any home. This is espe- 
cially true because to most people 
in this country, and that certainly 
includes the veteran, the purchase 
of a home represents the largest 
single lifetime investment.” 

The lumberman stated that 
stories, which leave an impression 
that the public is not getting good 
lumber in the houses of today, do 
not do the responsible builders and 
the responsible manufacturers any 
good. 


MARKETS 


New factors indicate an even 
tighter lumber supply picture 


Unsettled labor conditions and 
rapidly increasing forest fire haz- 
ards in the western states are now 
coupled with high demand to put 
even more pressure on lumber 
prices that are already getting bad 
industry publicity from many 
sources. 

It now seems that such prices are 





Give them a chance 


BY C. D. DOSKER 


President of Gamble Brothers, Louisville, Ky. 


THIS year over 1,000 young men 
will graduate from forestry schools 
throughout the country. <A few 
of them will find jobs within the 
lumber industry. Most of them will 
not. 

As a rule, the inexperienced new- 
comer will find the doors are closed. 

Why are these doors closed? I 
personally feel that the need for 
training young men in the lumber 
industry is as great today as it 
ever was. From time to time my 
company has taken on these young- 
sters. We have started them out as 
common laborers in our lumber 
yards, giving them the chance to 
learn the practical application of 
the forestry education they have 
already acquired. In this way we 
have offered them an opportunity 
to grow in the organization and 
they have accepted that opportu- 
nity with enthusiasm. 

It is not a one-sided opportunity. 
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If the lumber industry is to match 
the sales and production efforts of 
competing industries that are con- 
stantly putting pressures on our 
markets, we must fight technology 
with technology. In this fight, 
these recent forestry graduates can 
be a real asset to the industry. 

I believe that if the Regional As- 
sociations of NLMA would put out 
bulletins to their members urging 
them to employ these young men, 
it would be excellent public rela- 
tions for the lumber industry. In 
fact, if only one out of every 25 
concerns in the forest products in- 
dustries — including furniture— 
would hire one of them, there 
wouldn’t be enough of these new 
lumbermen to go around. 


The nation’s forestry schools will 
be grading final exams this month 
and their graduating classes are 
anxious about the future.  Let’s 
give these young men a chance in 
their chosen profession. 


*Reprinted from the National Lumber 


News (NLMA) 
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FOR FRONT DOOR HARDWARE 


The charm and individual character of Corbin design 
relate the door, handle, knocker and push button to the 
architectural style, of the house. 


<— Somerset design exemplifies 
the beauty and tradition of 
Southern Colonial architecture. 








— The Corbin “Concord” 
design is particularly adapt- 
able to the current American 
Farm and the popular Ranch 
Type homes. 


Just ask your Jobber for 
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\ The Cape Cod or New 
England Colonial doors call 
for the substantial beauty of 
“Plymouth” design in solid 
cast brass. 








P. « F. Corbin 


Division 
The American Hardware Corporation 
New Britain, Connecticut 





likely to scare off some building 
potential at least until the price 
structure steadies again. But the 
basic building market still seems 
sound. Any lessening of building 
now due to prices will be a tempo. 
; rary revolt rather than a perma- 
¢ ~s ¢ nent slowing down. 
LWORK MANUFACTURERS! SASH AND DOOR JOBBERS! TACOMA—Stimulated probabl 
in some part by the dearth created 
by the Weyerhaeuser Timber Com- 
pany strike lumber prices are 
p climbing steadily. This is partic. 
J s EA S J ES T TO IN Ss TAL L r ularly true of items more common- 
e ly used in both general and housing 
construction, where the demand at 
the moment is the heaviest. With 
virtually all operating plants cur- 
rently enjoying all the business 
that they can conveniently handle, 
there is every indication that price 
levels are likely to go higher. Ply- 


_ 7° j if wood manufacturers likewise re- 
| r\ port business to be at the highest 
: j 4 volume the industry has enjoyed in 


: many months, with no indication of 
J Y aE gE ; a diminishing trend. Reflecting the 
Le got | j encouraging situation, some firms 


are contemplating expansion pro- 
COMBINATION 2 grams. Plans to add a planing mill 


METAL WEATHERSTRIP : ; : j and resawing operation to the Ulti- 
pi can Lumber Company mill at Cos- 

SASH BALANCE af] mopolis on Grays Harbor that will 

: a more than double the present size 

a of the plant were announced by 

4 j R. J. Ultican, Jr. The Ulticans also 

.] operate the Ultican remanufactur- 

ing plant in Aberdeen, damaged by 
Weatherstripping Plus Balances = a $100,000 fire earlier this Spring. 
+ « « In One Unitl They also are planning to restore 

" part of that operation. Timber be- 
ing offered at public auction is go- 
ing at the highest price levels set 
in many months. A block of tim- 
ber in the Olympic national forest 
brought a bid of three and one- 
half times its appraised value. The 
Picco Logging Company of Monte- 
sano submitted a bid of $351,305 
for 44,100,000 board feet of tim- 
ber which had been appraised at 
$97,450. A high bid of $528,860 
for an estimated 38,350,000 board 
feet, also in the Olympic national 
forest, was submitted by the St. 
Paul & Tacoma Lumber Company 
of Tacoma. Forest officials had set 
a $153,500 minimum on the timber. 


SEATTLE—While every incen- 
tive required to increase output of 
forest products exists at this time 
strikes and forest fire weather 
threaten to upset the orderly flow 
of timber products from log t0 
consumer. Both log and mill pro- 
duction is close to existing capac- 
ity. Weyerhaeuser is still down 
and a large mill on Coos Bay is 
down due to strike trouble. Fire 
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RETAIL 
LUMBER DEALERS! 
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INCREASING DEMAND 
AND FAST TURNOVER 


ALWAYS MEAN PROFIT 
with RED BRAND FENCE 


Farmers Everywhere are asking for 
longer-lasting, Galvannealed Red Brand Fence. 
Dealers tell us that stocks move out 
as fast as they come in. 

That’s real proof that Red Brand Fence 
is an exceptional profit item. With a small 
investment, increasing demand, and fast 
turnover, you make good money on all 
Red Brand Fence you sell. 





The only fence that’s 
Galvannealed for Longer Life 


The fact that Red Brand Fence is 

Galvannealed for longer life is a pay-off 
selling point. It helps build up Red Brand’s 
popularity. And, it makes your selling 

easier ... contributes to fast turnover .. . and 
makes Red Brand Fence your top choice 

for continued sales and profits. 


Red Top Steel Posts 


Red Top Steel Posts are a perfect match 

for Red Brand Fence—for long life, 
attractiveness, ease of installation, and for fast 
turnover. They are made of tough, springy, 
railroad steel, reinforced four ways. 

Can’t rot, split or burn. 





USE THE RED BRAND PLAN 
FOR INCREASING OVER-ALL SALES 





Boost your entire business by letting the Red Brand 
selling plan work for you. Develops new and better 
customers . . . increases sales on all merchandise you 
carry. Ask your Keystone representative about this 
profit-making plan. 
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KEYSTONE STEEL & WIRE COMPANY eeoria7, ttiincis 


Makers of Red Brand Fence « Red TopSteel Posts © Non-climbable Fence © Nails © Corn Cribbing © Gates @ Keystone Poultry Netting 
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PRICES 


Warehouse or Carload 
Shipments 





Dependable shipments of high 
quality birch plywood—birch ve- 
neer—birch lumber—birch doors. 


BIRCH PLYWOOD 


STOCK PANELS 


Grades A-A, A-1, A-2, A-3, 1-1, 1-2, 
1-3, 2-2, 2-3, 3-3. All thicknesses: 
1/3" to 3/4". Complete stock sizes 
or your sizes upon request. 


CUT TO SIZE 


Excellent sources for cut to size 
panels. 


BIRCH DOOR PANELS 


Grades available: 1-3, 2-3, 3-3, in 
Vy" and 3/16” thicknesses. All 
panels are 3-ply construction. 


Phenolic, Urea, Melomine and 10 
Cycle Glue. All hot press glues, 
on door panels and stock panels. 
All birch plywood meets standard 
CS 35-47 Bureau of Standards 
specifications. 


BIRCH VENEER 


Rotary and Sliced Cut. Standard 
Thicknesses. Faces, Backs, Cross 
Banding & No. 1 Sheet Stock. 


Specify your Requirements. 


DEPENDABLE 
DELIVERIES 


W. R. BRAUND 


Suite 214, Dept. CD 
Wabeek Building 


BIRMINGHAM, MICH. 
Telephone 5022—TWX Birmingham 500 
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weather is critical in Washington 
and worse in Oregon. 


Demand-prices—Those who pre- 
dicted or believed the peak of the 
present market had been reached a 
month ago now have red faces. 
There is no let up in demand which 
comes from California, middle 
West, Atlantic Coast, and the local 
market. Rumors of “Gray market” 
are current. The local Seattle mar- 
ket is so strong that trucks of retail 
firms are calling on mills to pick 
up lumber. At the farther end of 
the market world Great Britain, 
unable to get lumber from the Bal- 
tic countries will have to enter the 
Canadian and U. S. markets. 


Prices continue to advance. In 
the fir market uppers have strength- 
ened particularly drop siding which 
advanced $5.00. Boards and ship- 
lap and dimension are up at least 
$5.00. No. 3 dimension is very 
hard to get. Hemlock has had al- 
most parallel increases. No. 1 shin- 
gles in all three grades advanced 
$1 but 2’s and 3’s are steady. Pon- 
derosa pine prices in shop and se- 
lect are at least $5.00 stronger. 
Engleman spruce mills are still out 
of the market. 

Some B. C. mills are booked to 
October for Atlantic coast but U. S. 
mills are more conservative. Move- 
ment of fir boards to California is 
large. Logs are very tight. Most 
cedar siding mills are off the 
market. 


Supply 





Nothing in the picture 
looks any easier for the lumber 
buyer. It is likely prices and short- 
ages will continue to worry those 
seeking lumber here. 


MEMPHIS—Demand for hard- 
woods, strong since the first of the 
year, is on the increase and com- 
petitive bidding for many items has 
entered the market. Prices of dry 
items go higher each week. The 
prices given here for four-quarter 
stock indicate the trend. At the 
year’s beginning ash, firsts and sec- 
onds sold for $137, the price is 
now $147-$148; No. 1 common has 
gone up from $95 to $100; No. 2 
common from $42 to $47. Plain sap 
gum, firsts and second from $110 
to $120; No. 1 common from $90 
to $100; No. 2 common from $40 
to $46.50. Plain red oak has been 
stepped up from $140 to $155 for 
firsts and seconds; from $90 to 
$100 for No. 1 common and from 
$70 to $77 for No. 2 common. Plain 
white oak from $160 to $170 for 
firsts and seconds; from $90 to 
$100 for No. 1 common and from 
$70 to $77 for No. 2 common. 
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Flooring oak (white, red and 
mixed) which was static at around 
$60-$65 through nearly all of 1949 
is now from $75 to $80. 


Some of the increase in stepped- 
up prices was attributable to the 
75-cents an hour wage minimum 
that became effective Jan. 25. How- 
ever, manufacturers say that the 
increased buying and the shortage 
of hardwoods of the better grades 
is largely responsible. The prices 
given here are nominal averages 
and were exceeded in many Cases, 
The raised price of flooring oak is 
largely attributable to the tremend- 
ous demand for oak flooring now 
enjoyed by flooring plants through- 
out the South. Inventories of the 
better grades of oak flooring are 
practically nil. Production of oak 
flooring has continued at an all- 
time high. On January 1, 1950, 
No. 1 common plain white and red 
oak flooring 214,.x25/32 was selling 
around $140. This same grade is 
currently selling around $170; No. 
2 was selling at $90, now at $115. 
Clear plain has gone up from $175 
to $200 and select plain from $165 
to $185. Some of this increase has 
been absorbed by the pay raise to 
the 75-cents an hour minimum. 


Softwood prices are holding firm 
and tending upward although re- 
cent increases have not been heavy. 
Throughout the entire area about 
Memphis an unprecedented build- 
ing program is under way and this 
will keep prices of locally-manufac- 
tured pine building lumber up. Un- 
fortunately, however, much of the 
building is being done by large 
contractors on a mass production 
basis and most of them have mill 
connections so that they bypass the 
local retailers. 


BALTIMORE—Prices of both 
Southern Pine and West Coast 
Fir are again firmer at the end of 
the fifth month of the year, with 
the former getting some advantage 
due to the scarcity of shipments 
from the West to this area. 


As an example of fir prices, quo- 
tations just made to dealers here 
are around $105 per M via rail, but 
for lumber not due to be delivered 
until August and September. Wa- 
terborne shipments were quoted at 
$92 to $94. These prices are in 
sharp contrast to the $76 to $78 
deliveries of about three months 
ago. Fir has been getting firmer 
week by week, and the new strike 
may result in further price rises, 
dealers here report. 


The stronger tone in Southern 
Pine is shown by the $78 per M 
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Provide the protection and economy of seamless, floor-to-ceiling, 
blanket-type insulation. Made with vapor barrier on one side 
and creped Kraft on the other, Barrett* Rock Wool Batts are 
available in various thicknesses and lengths (up to 8 feet) to 
meet every building requirement. 

Barrett offers you a complete line of Rock Wool Insulation Prod- 


ucts—granulated, loose, blankets, and batts. Available promptly 
in mixed deliveries from your nearest Barrett distribution 
point. Resilient, clean, lightweight, and quickly applied, Barrett 
Rock Wool combines excellent thermal and acoustic properties 
with modest cost. And the Barrett name is kept prominently 
before the public by constant and extensive advertising. 
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end of 8-FOOT LENGTHS. Go on faster. Fewer FIRE-SAFE. Barrett* Rock Wool is a fire- SOFTENS SOUND. Cuts down outside 

. seams—an unbroken vapor barrier from proof material—functioning as a barrier noises and, strategically applied to parti- 
» with floor to ceiling—mean better insulation, to the spread of fire. A blow-torch won’t tions between rooms (as in the case of a 
antage less condensation. Also available 15” x burn it. bathroom or playroom), it virtually 
yments 24” and 15” x 48”, full and semi-thick. eliminates sound transference. 

x. eR 
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0 $78 i re 
nonths WON’T LUMP UP. Firm, springy Barrett NO STORAGE CASUALTIES. Batts can be QUICK DELIVERY. Barrett’s conveniently 
firmer Rock Wool doesn’t “drift” or get lumpy. stored for long periods and will spring located distribution points assure imme- 
strike High resilience assures uniform density back to specified thickness when removed. diate attention to your orders. No lost 
rises of insulation over all areas. No “flatties” at the bottom of the pile! sales through empty shelves. 
THE B ARRETT DIVISION 205 W. Wacker Drive, Chicago 6, Ill. 

ithern ALLIED CHEMICAL & DYE CORPORATION 1327 Erie Street, Birmingham 8, Alabama 
per M ‘Reg. U. S. Pat. Of. 40 Rector Street, New York 6, N. Y. 36th St: & Gray's Ferry Ave., Philadelphia 46, Pa. 
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for 2 x 6 and 2 x 8 lumber, and 
$88 to $90 on 2 x 12, on current 
deliveries. 

Higher quotations also are indi- 
cated in other parts of the lumber 
market. Select oak flooring now is 
being quoted at $205 in contrast 
to $175 three months ago. The No, 
1 common flooring is $195 com- 
pared with $145. 

Dealers report an ample supply 
of flooring on hand but there is 
enough of an indication of a short- 
age to keep prices on the uptrend, 
which is likely to affect future 
building. Plywood has been rally- 
ing sharply, and now is around 
$115 for 44-inch material. The sup- 
ply of doors is almost exhausted. 
Pine mouldings are up 20 percent 
in the last two months. Prices on 
some building items are higher 
than ever before, dealers say. 


LUMBER—NATIONAL 


Lumber shipments of 416 mills 
reporting to the National Lumber 
Trade Barometer were 4.7 percent 
below production for the week end- 
ing May 27, 1950. In the same 
week new orders of these mills 
were 10.5 percent below production. 
Unfilled orders of the reporting 
mills amount to 59 percent of 
stocks. For reporting softwood 
mills, unfilled orders are equivalent 
to 27 days’ production at the cur- 
rent rate, and gross stocks are 
equivalent to 43 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
14.0 percent above production; or- 
ders were 19.9 percent above pro- 
duction. 

Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 61.5 
percent above; shipments were 63.5 
percent above; orders were 53.1 
percent above. Compared to the 
corresponding week in 1949, pro- 
duction of reporting mills was 5.5 
percent above; shipments were 8.8 
percent above; and new orders were 
11.2 percent above. 


SOUTHERN PINE 


The 118 mills reporting to the 
Southern Pine Association for the 
week ending May 27, 1950, cut 20,- 
494,000 feet, or 3.62 percent above 
- the three year average. Shipments 
= for the week totaled -21,484,000 
Me KINNEY 5 feet, or 4.83 percent above produc- 
a z tion. Orders for the week amounted 
, . to 24,469,000 feet, 19.40 percent 
1400 Metropolitan St., Pittsburgh 33, Pa. x @ We es above production, and 23.72 percent 
above the three year average. Or- 
ders on hand at the week’s end 
amounted to 63,415,000 feet. 


MANUFACTURING 
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Now you can sell 


quiet for homes 


As a lumber dealer, you have a new opportunity to 
sell acoustical ceilings of Armstrong's Cushion- 
tone in the residential field. 

The idea of noise- quieting with acoustical 
materials is not new. Businesses and institutions 
throughout the country have used acoustical ceil- 
ings for years. In private homes, the idea is just 
now getting a good start. Home owners are be- 
coming more and more interested. That's why it’s 
smart business to promote Cushiontone now for the 
homes in your locality. 

Armstrong’s Cushiontone is easy to sell. It’s 
popular with builders because it gives new homes 
a different, “extra” selling feature, at no extra cost. 
Plastering and papering or painting can be saved 
when Cushiontone is used. Remodeling prospects 
like Cushiontone, too, because it gives them double 
value—muflles irritating noise and serves as a prac- 
tical interior finish. 

You can profit now on the new popularity of 
noise-quieting for homes. Get full details about 
Cushiontone from your Armstrong whole- 
saler or write to Armstr ong C ork Company, 

4706 Stevens St., Lancaster, Pennsylvania. 


e 
by nailing by cementing 
Over bare joists, Cushiontone can be nailed to furring strips 
spaced 12” on centers. Over smooth plaster, concrete, or 
gypsum lath, it can be cemented in place with Armstrong’s 
Acoustic Cement. Complete directions for installing Cush- 
iontone are packed with each carton of the material. 


Armstrong’s B 


TEMLOK “ INSULATING WOOL 


l;:urLDING Propucts MERCHANDISER 





Cushiontone ceilings stop noise in basement playrooms. A 
party here can be lively without being too noisy. Cushion- 
tone absorbs up to 75% of all sound that strikes its perfo- 
rated surface. Cushiontone is made of low-density fiber- 
board. Its smooth finish is washable and_repaintable. 





In kitchens, Armstrong’s Cushiontone subdues the annoying 
clatter of dishes and the noise of electrical appliances. 
Throughout the house—in hallways, the living room, the din- 
ing room—Cushiontone acoustical ceilings provide a quieter, 
more comfortable atmosphere for home owners. 


uilding Materials 


MONOWALL® se 


HARDBOARDS © CUSHIONTONE® 





WESTERN PINE 
The 


below production. Shipments for 
the week amounted to 64,573,000 
feet, 4.2 percent below production. 10, 26 9 
Shipments for the corresponding mito 
week a year ago were 56,118,000 i a. Jt 
feet. At the week’s end gross mer} 


ENGLEMAN SPRUCE 
Shiv! nl 4 
No, 2&Btr.. .94.00 


92 mills reporting to the 
Western Pine Association for the 
week ending May 27, 1950, cut 
67,413,000 feet, compared to 64,- 


118,000 feet for the same week a 


1x6 1x8 
92.00 
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16’ 3 20° 
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2.50 - 


3.00 
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year ago. 


Orders during the week 


totaled 60,917,000, or 9.6 percent 


stocks stood at 566,604,000 feet 
unfilled orders amounted to 
906,000 feet: 
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The LUMBER MARKET 


The following index is intended merely as a check on buying practices. 


a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 


price; n 


do not grade 


Et is 


rately ; 


useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 
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Prices for red cedar siding in mixed 


cars, 


new bundling 6 to 18’ are: 


Beveled Siding, % inch 
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WESTERN PINES 
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Prices for red cedar siding in mixed 
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avn Kinzua’s battery of Moore Dry Kilns which 
75.50 Pm nef scientifically dry the entire mill output. 


(90.00 


x1% 
sa Kinzua Pine fits all builders’ needs. It rates tops with 
yo carpenters, contractors, builders, home and farm owners. 
It's lumber they can depend on. It’s always the same 


fine quality—“Quality Guaranteed.” 


30.00 Famous “Architect Designed" 


saa window and door frames. 


as Bevel siding, ceiling, base, finish, Kinzua Ponderosa Pine comes from select timber—from 

ane: knotty pine paneling, boards. the vast Kinzua Tree Farm—and each piece is then care- 
, , fully and scientifically 100% kiln dried and 100% stored 

ix ec d d d en- ” a. 

“ os ee a re we ae and loaded under cover. Kinzua is clean, bright, soft- 

— 7 textured, well-manufactured lumber. 

70.00 . ‘ 

88.00 Kinspec glued-up panels and Kin- 


0800 fir glued-up floor blocks, Use this key. Order Kinzua Ponderosa Pine today in 


60.00 straight or mixed cars. Open the door to increased sales. 
70.00 


KINZUA PINE MILLS CO. 
KINZUA, OREGON 


; MEMBER NATIONAL WOODWORK MFRS. ASSN. INC. ; MEMBER WESTERN PINE ASSOCIATION 





















































EASY TO HANDLE 
EASY TO STORE 
EASY TO DELIVER 


Can be set and ready to use 
in less than 


MINUTES 
without the use of 


a any tools 


Dealers’ 
Price 


$21.50 


F.O.B. Brooklyn 


carton packed 
unfinished 





Add $3 extra for 
choice of walnut, 
maple or mahogany 
finish. 


Here’s a wardrobe that 
offers extra closet space— 
at a moderate price. Easy 
to carry up and down 
stairs and to move through 
narrow doorways. The 
frame work is made of 
sturdy pine and sides are 
14” gum plywood. All 
joints are glued. Folds up 
to 51/," deep. Comes with 
casters for easy movability 

. lock and key ... shelf 
and pole ... and three 
sturdy hinges. Size: 36” 
wide; 221/," deep; 701/,” 


Exclusive high. Shipping weight 85 
distributor Ibs. 


NAN 


Please send me full 
wardrobe. 


' Name 
Company 
Address ...... 


ee ee 


CHOR Gagy CORP. 


5th AVENUE of 38th STREET, 
) tele) (Sd. Max y am. ins 





details on the NEW Anchor-Bilt collapsible 
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Marking the Ends of Molding Does Save Time 

In the early Twenties, possibly 1923 or 1924, the 
writer saw an article in the AMERICAN LUMBERMAN on 
the same idea that you have on coloring the ends of 
moldings. The dealer was located in a country town 
in Iowa. We have used the idea since; in fact, all the 
lumber yards in Peoria have used it and numerous 
yards in the middle west. 

We also go a step further than you: we start with 
the lightest color: 










white for 8 green for 14’ 
yellow for 10’ blue for 16’ 
red for 12’ black for longer lengths 





You will note from the color arrangement that the 
deeper the color the longer the piece of molding. 

During the war, due to the odd-length moldings 
coming through, we were forced to put a yellow and 
red for 11’, a red and green for 13’, and a green and 
a blue for 15’. 

Marking the ends of molding is a good thing as it 
does save time; and when one is in a hurry, he doesn’t 
grab a long piece, and sell it for a short length. We 
have the same marking on the floor in front of our 
molding bin for any moldings we may have missed 
when putting into the bin —ALBERT RUESCH, Ruesch 
Sash & Door Co., Peoria, Ill. 


Third Generation Reading the LUMBERMAN 

To the Editor: Iam directing this letter to your 
attention for two reasons. First, my son, Jim, is 
attending the University of Washington in Seattle 
where he is taking a course in Business Administra- 
tion. He has written to me requesting that I forward 
him copies of the AMERICAN LUMBERMAN as he needs 
a trade journal in some of his courses. I wonder if 
you will be good enough to have your circulation de- 
partment send the LUMBERMAN to James. 

Now for the second part of the letter. Business in 
Albuquerque has remained particularly good in 1949 
with an almost unheard of volume of construction. 
As you know, it is very difficult to ascertain the true 
dollar value in an area where much government work 
is going on but I have heard it estimated that it is 
possible that the construction in and around Albu- 
querque during 1949 reached a level of 50 million 
dollars. The Albuquerque building permits exceeded 
20 million while the work at government installa- 
tions, which pertain largely to the Armed Forces 
and the Atomic Energy Commission, probably was 
somewhere around 25 million. 

I enjoy the LUMBERMAN and again I want to tell 
you that I think you have done an outstanding job 
with this trade journal. 

I think it might be of some interest to mention 
that with Jimmy’s subscription to the AMERICAN 
LUMBERMAN the third generation is reading your 
publication. That is a long time for a publication of 
a trade journal and a long time for one family to 
remain in one business.—G. L. DOOLITTLE, Albu- 
querque Lumber Company, Albuquerque, N. M. 
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Chase ‘em! Go after them directly — 

through mailings and personal calls. List the 
plumbers in your territory and make sure 

your salesmen are seeing them regularly. Use sales 
letters to emphasize Clay Pipe’s low initial cost, ease 
of handling, and quick installation. Drive home the 
fact that Vitrified Clay Pipe protects every 

plumber’s reputation by lasting forever. Sell the pipe 
that never wears out. Then check your stocks, build 
up your inventory — and watch profits rise! 
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NATIONAL CLAY PIPE 


MANUFACTURERS, INC. 


703 Ninth and Hill Bldg., Los Angeles 15, Calif. 
1105 Huntington Bank Bldg., Columbus 15, O. 
100 N. LaSalle St., Rm. 2100, Chicago 2, Ill. 
206 Connally Bidg., Atlanta 3, Ga. 
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EMPLOYMENT RECORDS: The Wage-Hour Divi- 
sion of the Department of Labor has issued the new 
regulations, under the Fair Labor Standards Act, 
about the records that must be kept by employers. 
Copies of the regulations are not now available 
from Washington. The NRLDA says Wage-Hour 
Field Offices have them; also that information and 
special advice can be obtained from those offices. 
The effective date of the new regulations is June 19. 


EMPLOYEES of most building-materials dealers 
are formally under the law. True, most are exempt 
from minimum wage and overtime provisions; but 
since they're under the ‘General Coverage of the 
Act,”’ the boss man usually has to keep quite a few 
records. Required information must be listed; a lot 
of it if the worker comes under the minimum wage 
and overtime provisions, but not so much if an 
exemption can be claimed for him. 


EXACT RECORD FORMS are not prescribed. 
3ut, whatever the form, the required information 
must be included and then preserved for three 
years. This page is told the rules are not hard to 
understand or follow; but there are many of them. 
A skinny digest of the things would fill many pages, 
such as this; and, since the regulations have the 
effect of law, it's smart to check with the Field Of- 
fice or with your State or regional association. 


CONGRESSIONAL ADJOURNMENT: Usual guess 
is September 1. Many controversial bills are up; 
such as appropriations, tax measures, social secur- 
ity and the like. But there’s much election rest- 
lessness on the Hill. A recent check, just before an 
important vote, showed twenty-four Senators away 
from. Washington at work on their fences. Hence, 
it's likely that a lot of bills, including some big 
stuff, may get skipped. 


TAX LEGISLATION: A growing belief in the cap- 
ital that no tax law will be enacted this season. 
Only a guess, of course. Committees want to re- 
peal some excises but are reluctant about adding 
new corporation taxes as an offset. Little use in 
sending the President a bill seriously reducing 
Federal income. It would be a long battle to get 
any kind of tax law through this Congress. 


ECONOMIC FUTURE: The National Industrial 
Conference Board says the future’s bright, except 
for one thing; the expanding role of government in 
business. The government now buys $20 worth of 
goods and services, for each $100 worth bought by 
business and private purchasers. ‘Taxes and gov- 
ernment spending,” says John 8S. Sinclair, President 
of the Board, “are already at a point considered 
critical."” And how! 
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NATIONAL PRODUCTION: The NICB says, how- 
ever, that the growth rate of economic output con- 
tinues steadily, that there seems no limit to this 
expansion, and no present sign of its slowing down. 
That's a long-range view. The Federal Reserve 
however, thinks there’s a present bias toward infla- 
tion and is selling bonds in a braking effort. Bond 
selling is a mild dose; less violent than the old 
method of raising the rediscount rate. 


CONSTRUCTION COSTS continue to creep up. 
The Department of Commerce, setting the ‘39 build- 
ing cost figures at 100, says the index at present is 
about 210. That's four points below the post-war 
high; and the trend is toward a new high point. 
Bankers think ‘50 will be good; but they're frankly 
worried over a business pattern resting heavily 
upon high production in a couple of fields; that is, 
housing and automobiles. 


A LUSH YEAR, so far as the soothsayers can see 
now; probably extending into ‘51. So keep that 
fact in mind. Also keep in mind the cautious com- 
ments and their timing. Of course if we knew the 
cyclical dates we'd know when—and where—to 
jump. Here’s what to look for, if you can see it: 
The period when auto sales and more particularly 
new-house sales begin reaching the saturation 
point. Will it be this winter? Or the winter of ‘51? 
Or of ‘55? 


OPEN-END MORTGAGES: As a matter of pre- 
paredness, leaders of this industry are working 
quietly to arrange for and to popularize the loan 
arrangement that will permit an owner who is car- 
rying a monthly-payment house mortgage — the 
long-term, low-interest, package-payment affair — 
to get added money on the same terms and under 
the same plaster to repair or remodel or expand 
or equip his house or to build a garage or what- 
ever. 


THIS PRECAUTION is based upon the hunch— 
you set the date—that the dealer’s business will 
revert once more to sixty percent in the field of re- 
modeling, repair, expansion, and replacement and 
to 40 percent of new houses; or thereabouts. Unless 
this type of business can be financed at the low, 
long-time rate, the owner already carrying monthly 
payments on ani insured home mortgage may de- 
cide he can't afford the added improvements. 


NEW HOUSEHOLDS: The Department of Com- 
merce makes a startling guess, based upon Census 
Bureau population surveys. In ‘47-'49, new house- 
holds were started at the rate of 1,400,000 a year. 
This figure may drop below 500,000 a year, for a 
while. 
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MAPLE 
RY 
S\EN DURES 


@ 


HARD AND SMOOTH 
stands up under heavy traffic. 


Ma 
2 


SOUND-ABSORBING 


laid in mastic, maple is quiet. 


RESISTANT 
to abrasion, maple’s hard sur- 
face is easy to clean. 


RESILIENT 


maple gives underfoot, lessens 
fatigue. 


buy 


WY 


ECONOMICAL 

when alterations are neces- 
sary, for portions of floor can 
be changed. 


BEAUTIFUL 
maple wood has never been 
surpassed for flooring. 





ROBBINS 
PARKAY WOOD TILE 
Sizes 634" x 634” 
7%” x 7" 
8” x 8” 








9” x 9g” 
, BY «ie 
Thicknesses 
19/32” 25/32” 33/32” 
Grades selected birdseye 
first grade white 
first grade red 
second 


Robbins Parkay Wood Tile... second and better 
Species hard maple 


the “PAUL BUNYAN” of flooring! | germ 





northern oak 


Ps 


MAPLE-—the “tough guy”’ of the northern woods— 
is used by Robbins to make PARKAY WOOD TILE, 
a flooring whose ability to take hard usage has 
become legendary. Paul Bunyan himself would 
have chosen it for its strength and endurance, 


its glowing beauty and its easy maintenance! 


wes 


ROBBINS FLOORING COMPANY Members Maple Flooring 


Read City, Michigan Ishpeming, Michigan Manufacturers’ Association 
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*Who is the most important retailer on Main Street? 


Better Home and Farm Building offers the Largest Retail Sales : 


Potential 


The Consumer is King—and the retailer is his 
Prime Minister. Retailing ministers to the consumer’s 
needs—but under the Competitive Enterprise system, 
retailers must persuade King Consumer that he needs 
an ever expanding number and volume of things. 
Such persuasion is creative selling. 


We can have expanding employment and produc- 
tion only by making the consumer want more and be 
willing to pay for it. 

That is creative selling—making people want things 
they should have but which it has not occurred to 
them to want. 


In the matter of the three necessities, food, cloth- 
ing and shelter, it is indeed difficult to persuade King 
Consumer to want more food—when his stomach is 


full! 


Beyond a certain point, an additional quantity of 
food might not even be good for him. Food retailers 
can creatively sell a better quality of food but there 
are rigid limitations to the expansion potential in 
food tonnage. In the final analysis the size of the 
consumer’s stomach is the limiting factor. 


In clothing, too, there are surely limits to potential 
demand—although in the matter of Mrs. Consumer’s 
dresses, hats and shoes the saturation point seems a 
long way off. 

However, compared to the home and its environ- 
ment, the clothing potential for the creative retailer 
has practical limits. 


Only in housing is there a creative potential with- 
out known limits. 


There are no practical limits to the aspirations of 
families for beautiful and efficient housing. 

We could rebuilt America every 50 years and still 
not satisfy the demand for more space, comfort, con- 
venience and aesthetics. (When you add to this the 
better housing of industry, culture and government, 
you have the full construction potential.) 

The American genius for inventive ingenuity and 
resourcefulness is constantly finding expression in 
new materials, equipment items, ideas and gadgets 
that make former housing obsolete. 

Every issue of the AMERICAN LUMBERMAN carries 
the stories of a score or more new items to make 
construction more efficient and attractive. 

By far the majority of the millions of homes built 
in recent years are too small for the rate of family 
expansion now attained in America. 

Two forces tend to limit the realization by our 
industry of this enormous potential: (a) the current 
capacity of the producers of materials and equipment 
for homes and (b) the current ability of the indus- 
try’s retailers in merchandising—in persuading con- 


*This is the second of a series of four editorials designed to orient 
the Lumber and Building Products Merchant in the American Econ- 
omy and in the Building Industry. 
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sumers that they should have—and can pay for— 
better homes and farm buildings. 


Se 
Here, then, among the three basic industries is one 


tae 


industry (shelter) that can provide a market which 
will absorb any increase in employment and produc. 


tion that may be required to sustain our capitalistic 


economy. 


Furthermore, because the home is the center of 
family life and most of the family expenditures are 
linked to the home—its equipment, accessories, fur 
nishings and supplies — the ‘light construction in 
dustry is the sustaining force in the entire economy, 


Depressions usually start with a falling off of home 
building and improvements business, and the clim) 
out of a depression has been customarily led by 
the light construction industry. 


This fundamental importance of light construction 
in our free way of life makes it imperative that a 
creative job of retailing be done in and by the light 
construction industry. 

The lumber and building products dealer as the 
established store for light construction is potentially 
the most important retail merchant on Main Street. 


The dry goods store, the furnishings emporium and 
the score or more of other merchants will prosper 
increasingly with the creative merchandising growth 
of the light construction industry. 

However, creative selling in lumber and building 
products establishments, in spite of many notable 
exceptions, is generally in its infancy. The retail 
industry has not yet generally put on the long pants 
of adequate retail advertising and sales promotion. 

Steeped in the tradition of supplying materials to 
the construction industry, it has as yet generally 
failed to bring creative sales management and dy: 
namic selling to the consumer market. 

For example, the average retail lumber dealer is 
investing one half of 1% of sales in consumer adver- 
tising as compared with the two to four percent which 
is being invested by clothing and furniture retailer: 
with less potential. 

Now that the last act is being played in the drama 
of the current housing boom and the curtain will soon 
be rung down on the seller’s market, it behooves all 
concerned to make every practical effort to bring 
creative sales management and suggestive selling to 
the retailing of light construction. 

Such efforts require planning and implementation 
at two levels—a) what retailers can do to help them- 
selves and b) what the manufacturers and whole- 
salers in the industry can do to assist their retailers. 
These subjects will be treated in two subsequent edi- 


torials. 
sont Food 


Editor 
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FULL-WALL STRONG-BILT PANELS,” 


writes Mrs. Edward Regetz of Utica, New York 
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truly a setting for enchantment. 


iver] “MILLIONS OF FEET BEING | ruby 0 eatting for, enchantment 
t which r] our interiors never will be marred 
etailers USED MONTHLY: by ugly cracks,” she says. 
Are you getting your share of this fast grow- = 
a ail s “a Full wall sizes—8’ wide by 14’, 16’ and 18’ in length. Six plys— 


drama ing business? ; , f agi 
More and more homes every day are being ed. Efficient insulating valve. 


dry-built with Upson dry-built full-wall Strong- 
sian Bilt Panels. 
. oe Builders apply them without visible face 
ling to nailing. No nails to countersink! No nail holes 
to fill! No joints to tape! Time saved means jobs 
ntation finished weeks ahead of time, regardless of 
» them- weather. Home buyer gets truly seamless, un- 
marred walls—forever crackproof and strikingly 
beautiful! 
Upson full-wall Strong-Bilt Panels comply 
with FHA requirements. Let our Territory 
Representative give you full details. Mail 


77 / coupon or write. 


or 





ill soon 
ves all 


MAIL THIS COUPON TODAY: 


THE UPSON COMPANY 446 Upson Point, Lockport, New York 


Have your Territory Representative call on me to ex lain profit 
possibilities and assist in sale of full-wall Strong-Bilt Panels. 
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ADDRESS. 
CITY. STATE 
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What doth it profit a dealer to do a large volume 


with an inadequate markup? 


“Your profit is in your pricing 


Be SPORTS FROM all directions 
indicate that dealers today 
are doing the largest volume in 
their history with the smallest per- 
centage of markup in years. 

A study of current markup prac- 
tices reveals that after dealers have 
paid the cost of goods and the cost 
of doing business, net realized mar- 
gins before taxes are down to as 
little as 1% to 3% of sales. 

One economic law that should be 
kept in mind today is that the high- 
er prices go, the more capital is 
needed in a retail business; and the 
more capital that is required the 
greater the margin of net profit 
which must be had. 


Another law of successful retail- 
ing is that speculation on inventory 
values, either up or down, is usual- 
ly dangerous. 

And yet, if on-the-ground re- 
ports are to be believed, lumber 
inventories are being liquidated to- 
day at prices close to replacement 
values. 

This is one of the reasons that 
lumber retailers are failing 18 
times as fast as they did in 1946. 

Why not get a profitable markup 
on today’s replacement values? 

If the cost of doing business is 
21°. of sales (the national aver- 
age), it is necessary to get an aver- 
age markup of 45% to make a 10% 
net profit before taxes on sales vol- 
ume. Ten percent seems to be a 
fair net profit goal for lumber and 
building products retailing. 

An average of 45% markup 
means that any sales volume sold 
below that markup must be com- 
nensated for by an equivalent sales 
volume sold at a proportionate in- 
crease over 45% markup. Other- 
wise profits shrink. 

The failure to get this compen- 
sating markup is the reason why 
many dealers are today making net 
profits of only 1 to 3% instead of 
the 10% they need. 

While some dealers argue that 
they can’t get 45% markup be- 
cause of competitive conditions— 
others get a satisfactory profit be- 
cause they have the courage to es- 


*Excerpts from a recent dealer talk by 
Editor Art Hood. 


46 


tablish the right markup policy and 
stick to it. 


The mathematics of markup 

A Sample Markup Formula fol- 
lows: 

Factor 1) Determine your ex- 
pense percentage against sales. 
(National average cost of doing 
business among lumber dealers is 
21% of sales.) 

Factor 2) Add to Factor 1—the 
desired net profit percentage. Most 


economists hold that 10% net be- 

fore taxes is a worthy goal. 

(31%.) ‘ 
Factor 3) Subtract Factor 2 


from 100. (100 — 31 — 69). 

Factor 4) To obtain selling 
price divide cost of goods by Factor 
3 and multiply by 100. 


Examples—Case 1 


Cost of doing business....... 17% 

Desired net profit ........... 8% 
100 — 25 — 75 

Cost of lumber ........ $92 per M 


Selling price: 100/75ths of $92.00 
— $122.66 per M. 


Examples—Case 2 


Cost of doing business....... 21% 

Desired net profit ........... 10% 
100 — 31 — 69 

Cost of lumber ....... $138 per M 


Selling price: 100/69ths of $138.00 
— $200.00 per M. 


Examples—Case 3 


Cost of doing business...:...25% 

Desired net profit ........... 7% 
100 — 32 — 68 

Cost of lumber........ $112 per M 


Selling price: 100/68ths of $112.00 
— $164.80 per M. 
Another simple chart for deter- 
mining markups is shown on the 
next page. 


Are prices too high? 

Is 45% too much markup? Not 
if your costs of doing business are 
21%! 

A retailer faced with the neces- 
sity of making a net profit cannot 
worry too much about whether 
prices are too high or not. People 
are paying more than ever before 
for automobiles, clothing, beef 
steak, transportation and common 
stocks—why shouldn’t they expect 
to pay proportionately for lumber 
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and building products? 

We don’t like to pay $1.49 per 
pound for lamb chops and liver that 
we bought before the war at 4% 
per pound any more than we like 
to pay 6c per pound for lumber that 
we once bought at 2c per pound. 

You can truthfully tell your cus- 
tomers that present high prices on 
lumber are attributable to a com- 
bination of extraordinary demand, 
winter time conditions unfavorable 
to production, Strikes, higher 
freight rates, and increased wage 
schedules. 

But you can’t have prosperity 
without profit! 

Bankrupt dealers have no value 
for the community, for the pro- 
ducers who depend on them as out- 
lets nor for themselves. Neither do 
they pay income taxes! 

The best retail merchants in all 
lines of business in the country are 
getting profitable prices today. 
Within the last 60 days, one of the 
three largest department stores of 
the country placed full page ad- 
vertisements in the local newspa- 


._pers to boast that their cost of 


goods was 57c of their sales dol- 
lar! A markup of 77%. 

The lumber and building prod- 
ucts merchant of today is the de- 
partment store of the building in- 
dustry—he has 2000 items to sell. 
It will be found that his markups 
are importantly less than other 
merchants with a similar variety 
of merchandise to sell. 

Why not fight for a justifiable 
profit? Where your margins are 
producing only 3% net before 
taxes—if you add 1% to your aver- 
age selling price you will increase 
your net profits by one-third! If 
you can add 6% you are getting up 
toward the profit goal that is ade- 
quate to sustain prosperity in your 
business, in this industry and in 
our country. 

Is there any reader of the 
AMERICAN LUMBERMAN who can’t 
get an average of 1% to 6% more 
than he is getting in the way of 
selling prices with the courage of 
his convictions that a_ profitable 
price is the right price—and the 
intestinal fortitude to stick to his 
guns? 
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market 


EVER, PERHAPS, in recent 
construction history, have so 
many manufacturers of nationally- 
advertised products created such a 
consumer demand for a single, mod- 
ern, efficient, liveable room in the 
house as they have for the kitchen. 
Leaf through any consumer mag- 
azine. These are the headlines that 
meet your eye: 
“My kitchen saves me two hours 
a day to keep myself looking young 
(and we bought it on easy, FHA 
terms—with three years to pay).” 
“Brighten your kitchen with this 
new floor—only $48.50 installed.” 
“The finest automatic washer... 
push-button cooking with this new 
electric range.” And so on, maga- 
zine after magazine. One manufac- 
turer is spending nine million dol- 
lars this year to merchandise its 
kitchen and home laundry appli- 


ances. 


ADVERTISING HELPS DEALER 


Their bright-colored ads, fre- 
quently occupying a page or more 
in magazines of several million cir- 
culation, are building up a huge 
market for one product—kitchens 
—a market which thousands of 
building materials dealers are al- 
ready supplying. The national sur- 
vey conducted by AL&BPM last year 
indicated that 30% of the dealers 
are doing kitchen remodeling. How 
some of these successful dealers 
are operating is outlined in case 
history stories found on the follow- 
ing pages. 

With such a natural market be- 
ing created by national advertising, 
the next logical step is for the deal- 
er to capitalize on the housewife’s 
desire for a modern, colorful kitch- 
en efficiently designed to serve her 
particular needs. Here is where the 
building materials merchant can 
pick up where the national adver- 
tising left off. 


The kitchen is no longer just the 
work room for the preparation of 
meals. It is more than a place for 
the efficient preparation and serv- 
ing of meals, although these fac- 
tors have been studied scientifically 
to save steps. Frequently the kitch- 
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KITCHEN SALES ARE PROFIT SALES 


Capitalize on the kitchen 


Dealers, why not meet the consumer's 


demand for bright, new kitchens? The huge market 


is good year-round business 





we gt 


- 
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KITCHENS are often exposed to relatively high humidity. 








Photo courtesy Masonite Corp. 


Hardwoods, used for 


cabinet construction, working surfaces and decoration, resist humidity, scuffing and 


abrasion. 






en also includes a breakfast nook 
for informal meals and a place 
where children may serve refresh- 
ments to their young friends. With 
the advent of the automatic wash- 
ing machine, drier and ironer, the 
laundry in many cases has taken 
over one section of the modern 
kitchen. In fact many dealers have 
capitalized on this feature by call- 
ing their department the kitchen- 
laundry department. The deep 
freeze, the garbage disposal unit 
and the automatic dish washer are 
among the many appliances found 
in the up-to-date kitchen. 

Keeping in mind that the new 
kitchen may be a laundry and 
breakfast nook as well as a place to 
prepare meals, it is up to the dealer 
to show the housewife where all 
of these units should fit, what mate- 
rials should be used and how the 
job should be done. It is the dealer 
—and only the dealer—who can 
bring together all the individual 
components of a properly designed 
kitchen, and offer them in one pack- 
age. This means that salesmen 
must be carefully trained, adver- 
tising and promotion campaigns 
carefully mapped and _ followed 


through, and store displays of work- 
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ing appliances made ready for dem- 
onstration. 


SALES AIDS AVAILABLE 


This job is made easier by the 
manufacturers of most of the kitch- 
en components from wood cabinets 
to appliances. For instance, the 
kitchen planning kit offered by one 
manufacturer of wood kitchen cabi- 
nets may easily be demonstrated to 
the home owner and his wife. The 
new kit is manufactured of plastic 
material and is easily taken into the 
prospect’s home for on-the-spot 
planning. Newspaper mats, store 
posters, and point-of-sale displays 
are additional dealer helps. The 
sales guide tells how to figure kitch- 
en requirements for the home own- 
er, where to recommend the dif- 
ferent wall cabinets and how to use 
the various other aids in presenting 
a compelling sales story. 


The big market for kitchens is 
not restricted to new homes. Some 
of the most extensive and profitable 
jobs are remodeling jobs. It is 
year-round business and will con- 
tinue good when the general con- 
struction market falls off. With 
such jobs running from $1,000 to 
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$4,000 apiece, there is good rea- 
son why many dealers have devel- 
oped this operation into a major 
department with well-trained out- 
side salesmen and a definite promo- 
tion program. 

Dozens of items, all ordinarily 
handled by the dealer, go into a 
kitchen. The tremendous variety of 
these items is seen in the check 
list shown on these pages. Cabinet 
hardware, for example, adds a deco- 
rative as well as a functional touch 
to the new kitchen. While a high 
percentage of kitchen cabinets are 
prefabricated, there are still some 
dealers who run their own cabi- 
net shops. Obviously, a complete set 


Check the list 
for profits 


Walls and Ceilings: 


wallboards 

hardboards 

tileboards 

metal, plastic and ceramic tile 
plaster 

plaster board 

{ ) mastic and other adhesives 
wood paneling 

trim 








Floors and Floor Coverings: 





{ ) hard and softwood flooring 

( ) plywood subflooring 

( ) felt 

{ ) asphalt and rubber tile 

{ ) linoleum 

( ) plastic floor coverings 

{ ) adhesives 

Cabinets: 

( ) factory-built base and wall 
cabinets 


( ) broom and utility cabinets 
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CABINET HARDWARE 
display is portable. It is 
an effective tool in on- 
the-job selling. 


PROSPECTS LIKE to 
see how their new kitchen 
layout will look when 
completed. The salesman 
can easily show them with 
this new manufacturers’ 
sales aid of plastic blocks. 








of cabinet hardware accompanies 
each cabinet sale. 
KITCHEN HARDWARE 

But the kitchen hardware field 
is much broader. It ties in directly 
with the current demand for bright 
colors in the kitchen. More than 
50% of the housewives interviewed 
by one woodwork manufacturer ex- 
pressed their intention of changing 
the color scheme of their kitchen 
cabinets. Of these, 39.7% said they 
would change their kitchen color 
scheme in less than five years, and 
53.3% stated that they would 
change in from five to 10 years. 
Housewives in the western states 
wanted to make color changes in 


Do you sell all these materials in a kitchen remodeling job? 


) built-in ironing boards 

) other built-in accessories 

) lumber and plywood for job built 
cabinets 

) lumber, plywood and plastic 
laminates for breakfast nooks 


Sinks and Cabinet Tops: 


) sinks 

plywood 

plastic laminates 
metal moldings 
metal sink rims 
linoleum 

plastics 
adhesives 








Cabinet Hardware: 
( ) sliding and swinging door 


hardware 
( ) hinges 
{ ) track 
( knobs 


Other Hardware: 


package receivers 


( metal moldings 
{ 
{ ) garbage receptacles 


Photo courtesy Curtis Companies Service Bureau 

























less than five years; those in south- 
ern, north central and northeastern 
states were anxious to make 
changes in that time order. 

Old hardware will be replaced 
with new when these kitchens are 
redecorated. Dealers alert for this 
type of business always have a dis- 
play cabinet of kitchen hardware at 
an important point of sale location. 

The many avenues along which 
the dealer can develop this field 
have merely been touched on. The 
opportunity to develop and expand 
the kitchen business is limited only 
by the vision and aggressiveness of 
the individual dealer in promoting 
this tremendous market. 





{ ) towel racks 

{ ) soap dishes 

{ ) low step ladders 

( ) kitchen finish plumbing items 
{ ) kitchen accessories 


Appliances: 


disposal units 
dishwashers 

stoves 

refrigerators 

ventilating fans 

) ventilating hoods 

clothes washer and driers 
laundry chutes 








Electrical Materials: 


{ ) juicers, toasters, mixers, coffee 
makers, etc. 

wire 

junction boxes 

switches, etc. 


Other Building Materials: 


lighting fixtures 
lumber for framing 
nails 

building paper 
paint 







































KITCHEN SALES ARE PROFIT SALES 


ITCHEN PLANNING and installation has become 

a major department at the Central Lumber Co., 
Stockton, Calif., in less than three years. More than 
60 jobs have been completed since this department was 
established; 25 of these jobs were completed last year 
when the dollar volume of this one department ap- 
proximated $50,000. 

Since kitchens and laundries are almost inseparable 
in home planning, Central Lumber Co. calls its special- 
ized department a kitchen-laundry department. It oc- 
cupies almost the entire second floor of the store and 
includes a complete line of appliances that naturally 
fit into kitchen-laundry planning; refrigerator, gar- 
bage disposal unit, washer, drier, deep freeze, cabinets, 
stove and sink. 
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BILLBOARD ADVERTISING is a part of the firm’s intensive 
promotional campaign in the kitchen-laundry department. Free 


planning service and kitchens in operation are featured by this 
night- lighted sign. 


MISS CALIFORNIA is apparently pleased with 
the labor-saving advantages of the garbage dis- 
posal unit being demonstrated by a Central 
Lumber Co. salesman. 













Package kitchens 
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California dealer gives free kitchen planning service § big 
NEW 
dispo 
cloth 
plast 
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HEADQUARTERS of the Central Lumber Co. and its kitchen. fai; 
laundry planning department in Stockton, Calif. a 
: ; I 

All of these units are hooked up for live demon- | 

. . cal 
stration purposes. The dish washer operates under “tt 
F -_ . ay 

glass, enabling the customer to see the effectiveness Bo 
of the working parts. A glass pipe enables the house- de 
wife to see how waste is disposed of by the garbage aaa 
unit. ; . 
The range, ironer and washing machine are all kit 
ready for active demonstration. Since appliances are i 
- also sold as separate units, prospects for washing pa 
machines are invited to bring in their dirty clothes th 
and use the machine as a means of proving the effec- In 
tiveness of the equipment to their own satisfaction. he 
Chet Klieves, manager of the kitchen-laundry de- lir 


partment, utilizes every proven promotion idea. He 
finds that satisfied customers are one of the best 
sources of additional leads. One job will sell three 
or four others. Newspaper, billboard and direct mail 
pieces are also used effectively. In addition, repre- 


in 


MODEL KITCHEN layout on the second floor of Central Lum- 
ber Co. Every appliance is hooked up for demonstration pur: 
poses. Separate drafting room is on this floor. 


oo 
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are big business 


big play with newspaper, radio and billboard advertising 


NEW KITCHEN (right)—Complete with dishwasher, garbage 
disposal unit, push-button range, refrigerator and automatic 
clothes washer. Wall and base cabinets are steel; jade green 
plastic counter tops with four-inch backsplash; light yellow tile 
continuing from backsplash to wall cabinets. Appliances placed 
in work relationship to each other and adjacent counter-top 


areas. Overall result is smaller, more efficient kitchen. 


OLD KITCHEN (right, inset)—Square, roomy kitchen with 
adjoining service porch cluttered with open shelves, bare plumb- 
ing and unsightly wash tubs. Wall between kitchen and serviee 
room removed, also wall between kitchen and bedroom. Tile, 
base and wall cabinets and old plumbing fixtures removed. 
New and larger steel sash framed in; new wall framed in, nar- 
rowing kitchen and enlarging bedroom and bedroom closets. 


sentatives of Central’s kitchen-laundry department 
speak before home-planning forums and show colored 
slides of completed jobs. The firm takes a booth at 
fair exhibits and secures additional advertising from 
model home installations. 

Leads are followed up immediately by a personal 
call. Central’s salesmen will sketch a proposed kitchen 
layout for the prospect. When this sketch is accepted, 
Bob Cristoferson, back in Central’s drafting room, will 
develop detailed plans for the contractor who works 
exclusively for Central Lumber Co. on remodeling jobs. 

Sketches are drawn free of charge for the new 
kitchen prospect with the understanding that appli- 
ances will be purchased from Central Lumber Co. This 
service is offered to both new home prospects and 
those interested in remodeling their present kitchen. 
In either case, it is a packaged sale with Central Lum- 
ber Co. arranging for the carpenter, plumber, tile man, 
linoleum layer and other mechanics. 

Kitchen planning usually involves a major remodel- 
ing job in the case of older homes, since more work 


BEFORE 
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COVER: Bob Cristoferson, Central 
Lumber Co., Stockton, Calif., works 
with a model kitchen in drawing plans 
for a new job, 


_ ~BEFORE 


space and larger window areas are desirable in most 
cases. This means building materials sales in addition 
to appliances. The 63 jobs completed by Central Lum- 
ber Company’s kitchen-laundry department have av- 
eraged $1,500 to $4,000 each. The manager of this 
aggressive organization is Vince Wilson. 


BEFORE 





KITCHEN SALES ARE PROFIT SALES 





Czerwiec’s 


kitchens 


Chicago dealer has built 
packaged kitchen sales with 
sound salesmanship and 

a flair for showmanship 


O HEAR George Smith tell it, selling kitchens at 
Czerwiec Lumber Company, Chicago, is a rela- 
tively easy job—not much more than getting the right 
salesmen, the right products, and doing a little promo- 
tion. 

But—as you ask a few questions and get some an- 
swers—-you discover Czerwiec’s kitchen sales look easy 
only becaus¢ they are made easy by a sound and 
thorough sales and promotion plan. 

Smith says, “We positively do not stand one minute 
for our salesmen making promises we cannot carry 
out.” That statement seems to us to be the bedrock 
on which Czerwiec’s fine selling program is built. 

High pressure methods to close a sale—regardless 
of the customer’s desires and ability to pay—are not 
tolerated. But many fresh and lively ideas are used 
to create and attract interest in kitchens. 


We make the point because creative selling is neces- 
sary toa long range, successful job of selling kitchens. 
We know dealers who confuse creative selling with 





MEETINGS are run with zip and pep. Door prizes are given— 
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CZERWIEC’S give 50 cents to women’s clubs for each member who attends meeting. 
Husbands often come along with their wives. 


high pressure selling—rejecting both. Czerwiec’s com- 
pletely rejects high pressure selling. Both the con- 
pany and its customers, however, are benefited by 
Czerwiec’s creative selling and promotion ideas. 

The kitchen department was started in the fall of 
1947. 

The first step was to allocate space and put up two 
complete kitchen displays, showing a choice of ma- 
terials and ideas for decorating. Advertising has been 
pushed forcefully over television and newspaper. 
Newspaper ads recently have featured case histories 
of women who have bought kitchens from Czerwiec’s. 
They tell briefly that the owner is pleased with her 
purchases, and stress quality of materials and work- 
manship of all kitchens bought at Czerwiec’s. 

Smith says this particular type of ad has proved 
very effective for bringing in prospects. It builds 
confidence two ways—a buyer is satisfied enough to 
be quoted—there is an opportunity to stress quality 
products. 

Promotions—the third step in the kitchen sales 


good time at meetings while they learn serious facts about how 
to own a modernized kitchen. Combination of instruction and 
fun, have made meetings top flight promotion. 


often house and kitchenware. George Smith (right) builds 
up festive atmosphere as he gives away sauce pan. People have 
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carpaign—are perhaps the most important step. 

(zerwiec’s promotions are built around meetings for 
kitchen prospects. These meetings are held in the 
store and are frankly good-time, entertainment affairs. 
The idea of a remodeled kitchen—and the materials 
used—are presented with a flair for showmanship. 

Attendance is built by paying to women’s club 
treasuries 50c for each club member who attends. This 
assures a good crowd—but is not relied on to keep 
the people happy once they are there. A peppy dancer 
or singer is usually on hand—and Smith and other 
members of Czerwiec’s staff have learrted to use a lot 
of zip and pep in going through their routine of 
showing off products and telling those present how 
easily they can own a modern new kitchen. 

STAFF USED 

The whole show is kept within the Czerwiec family 
as much as possible. In other words, the staff tells 
about various products instead of having producers’ 
salesmen in for the purpose. It proves to the prospects 
that Czerwiec’s own men know what they are talking 
about. They don’t need outsiders to make their ex- 
planations. 

Door prizes—often in the form of kitchenware and 
other useful household items—are given away with 
enthusiasm and vim. The idea always is to maintain 
a dramatic intensity in the proceedings. 

As an example, in the midst of a talk from the 
stage, a spotlight may suddenly pick out a new kitchen 
cabinet set up over in one corner. Thus highlighted, 
total attention is gained while Smith or one of the 
other men explains how the cabinet will add beauty 
and convenience in a remodeled kitchen. When the 
brief explanation is over, Bang! More fun and enter- 
tainment (sprinkled with instruction) goes on the 
stage. 

The whole show runs only for about an hour and 
is finished off with coffee and a few minutes chatter 
between guests and Czerwiec employes. 

NO COOKING 


Smith tried actual cooking demonstrations while 
the show was going on, but quickly gave up this idea. 
People smelling good things to eat—and tasting them 
—were not in the frame of mind to think about new 
kitchens. They were too busy thinking about food. 
“The warm odors of good food,” says Smith, “just 
don’t help you to sell building materials.” 

The meetings are held once a week whenever pos- 
sible and it is surprising how many husbands are 
dragged along. And once there, they too get interested 
in the idea of kitchens. 

Czerwiec’s has used television—and will start a new 
schedule in a few weeks. TV brings in prospects from 
a much wider trading area. 

SALEMEN 


In two and a half years the kitchen department has 
grown to nine salesmen working under Smith. The 
men work on a salary plus commission. 

Smith has some interesting thoughts on choosing 
salesmen, their training, and their selling methods. 

First, he’d rather have an older man than a younger 
one. He points out most remodeling prospects have 
to watch their pennies when it comes to buying. The 
older salesman—with a family and budget problems 
of his own—is in a better position to do a sympathetic 
and helpful selling job. He’ll take the time to help 
tae prospect get the best possible kitchen for the 
money he can afford to spend. All of which makes 
‘or satisfied customers and an increasingly better 
ieputation for the company. 
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HERE Joe Czerwiec, far left, George Smith, second from right, 
and “Pat” Czerwiec, far right, pose with young couple who 
decided to buy a kitchen at one of the promotion meetings. 
While few sales are made during the evening, a typical meeting 
produces from a dozen to 20 kitchen sales. 


Smith would rather not get a man who has previ- 
ously sold kitchens or other building materials. Czer- 
wiec’s demands conscientious, interested selling from 
their men. They want men who plan a series of sales 
over the years—instead of overloading a customer 
just for the sake of making a big sale. It is easier to 
train a fresh man to this method, than to retrain an- 
other man. 

The salesmen are thoroughly trained in sketching, 
estimating, and in explaining the relative values of 
various products sold in kitchens. They keep up to 
date on all new products and applications. 

Actually Czerwiec’s highly successful kitchen de 
partment is a combination of common sense and prac- 
tical selling ideas, flavored with enthusiasm and a 
flair for dramatization. Properly adopted to specific 
circumstances, they are methods that will help almost 
any dealer increase sales. 


3 COMPLETE LUMBER YARDS TO SERVE YOU 


$000 $. Chicago Av. 3700 S. Western Av. @ 4655 W. North Ave. 
at Archer Ave. near Cicero Ave. 
Virginia 17-0456 BEimont 5-9400 


Opposite Bessemer Pk. 
SAginaw 1-0202 


Buy Now—Pay Later OPEN DAILY 
NO MONEY DOWN! [2 4 ™ To 5:30 P.M. 
F.H.A. Terms Western Ave. Yard Open 
3 Y E A R Ss T 1) a A ¥ 2 aa “§ _—— 
Come In, Phone or Write Today Sentey © Se 
Mrs. Gray, 4730 W. McLean Ave., Chicago, Says: 
"lam so proud and happy about my old kitchen which was made 
sparkling new and more efficient thenks to KITCHEN-KRAFT cabi 
nets furnished by CZERWIEC LUMBER CO." (See photo below 
of Mrs. Gray's newly remodeled kitchen.) 


Yes, and Only Zécéavdéqe Was All These Plus Features 

















* Roller 
omen «= sC«zDrrawers 

* All cabinets 
bonderized 
throughout 

* Dupont Delux 
baked on 
finish 

* Welded steel 
construction 

* Adjustable 
shelves 

* Sound dead- 
ened doors 
and drawers 

*& Stainless steei 





trim 


* Recessed toe 
space 
* Chrome plated 
hardware 
* All cabinets 
completely 
enclosed 
No doubt you have admired kitchens like this one of Mrs. Gray's—but 
assumed it was custom-built and far too costly. It's not! “Kitchen-Kraft 
floor, wall and sink cabinets are designed to fit all kitchens, regardless of 
shape and size. Expert workmanship, sturdy construction and infinite de- 
tail put "Kitchen-Kraft" kitchen equipment in a class by itself. 
See the Complete Kitchen Displays at CZERWIEC'S Western Ave. Store 


General Electric, Kelvinator, Isternational Horvester Refrigerators 











ie Chef, Gnral Eictric, Moyteg Gas and Elctric Ranges 
Mayteg, General Electric, Apex wringer type and automatic washers 





THIS type of newspaper ad, currently being used by Czerwiec’s, 
has proved very successful in contacting kitchen prospects. A 
new Czerwiec kitchen owner is featured each week. 
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floes it again 
for 1950 


**ES-nails are cutting 
construction costs for us 
to the tune of $250,000 


a year,”” says Alfred S. Levitt 


Cost-conscious, quality-conscious Lev- 
itt & Sons are making important sav- 
ings on every house by using gypsum 
siding for sheathing, instead of board- 
ing. ES-nails make these big savings 
possible. 

ES-nails are the first “POSITIVE 
LOCKING” nail to let you take full 
advantage of all the savings and con- 
struction advantages of non-wood 
sheathing—lower unit cost, faster ap- 
plication, less waste, real weather 
tightness. 

ES-nails are easy to apply. No spe- 
cial tools are required; use a regular 
shingling hatchet or carpenter’s ham- 
mer. They are self-locking, attaching 
wood or asbestos shingles directly to 
gypsum or insulation sheathing. They 
can be driven at any convenient point 
—no need to locate studs. 

For more information about the 
value of ES-nail construction—and the 
savings it will mean to you, call your 
supplier, or write: Elastic Stop Nut 
Corporation of America, 2330 Vaux- 
hall Road, Union, New Jersey. 


A PRODUCT OF 


Elastic Stop Nut 
Corporation of America 


Available through Johns-Manville Sales Corp., 
National Gypsum Co., Weather- 
best Corp., Creo-Dipt Co., Inc., 
Keasbey and Mattison Co., and 
American Stained Shingle Co. 


Approved by the Red Cedar 
Shingle Bureau, Seattle, Wash- 
ington, representing manufac- 
turers of Certigrade Shingles. 
®Trade Mark Reg. U. S. Pat. Off. 












cE RTIGRADE 
SHINGLES 





















































THIS KITCHEN 
has well- defined 
service centers, 
Enough counter 
space is proviled 
to meet the mini- 
mum for food prep- 
aration and storage, 
The sum of the is. 
tance between ap- 
pliances is 21 ieet 
6 inches. 


Illustrations shown 
here are from 
“Kitchen Planning 
Standards” issued 
by Small Homes 














ITCHEN PLANNING has 
been reduced to a science. 
Studies have been made to deter- 
mine the amount of cabinet space 
required; the size of the work cen- 
ter; the efficient placement of ap- 
pliances and all other factors. that 
comprise a well-designed kitchen. 

Aside from the literature avail- 
able from manufacturers of kitchen 
equipment, one of the best sources 
of dealer aids is the Small Homes 
Council of the University of IIli- 
nois, Urbana, Ill. Their recent 
eight-page bulletin, “Kitchen Plan- 
ning Standards,” (Index No. C5.32) 
discusses the important considera- 
tions in kitchen design: 

Storage space, location of cabi- 
nets and appliances, counter space, 
location of doors and windows, 
planning for efficient operation, etc. 
Here are some of the valuable sug- 
gestions made in the bulletin: 

Kitchen traffic should by-pass 
the working area of the kitchen. 
Avoid an arrangement that makes 
the kitchen the main thoroughfare 
to the rest of the house. 


STORAGE AND COUNTERS are most important in 
kitchen design. Two plans at right show 8x11 space 
used either as corridor or U-type kitchen. Four feet 
of wall space is lost when counter turns corner (below, 
right). Base storage space is lost when cabinets extend 
into corner (below, left) at end of range. 
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Council, University 
of Illinois 


Kitchen planning 


is a science 


Do not plan too many doors—two 
are usually enough. Locate the door 
openings so they do not interfere 
with arrangement of kitchen equip- 
ment. 

Windows—as many as possible 
without reducing the required 
amount of wall cabinets. Windows 
above the range are not recom- 
mended for reasons of safety and 
ease in housekeeping. 

Recommended space between cab- 
inets or appliances opposite each 
other is four feet. This is suf- 
ficient for two workers. 

Install enough counter space to 
fulfill both base cabinet storage re- 
quirements and working space re- 
quirements for food preparation 
and dish washing. 

Do not have appliances too far 
from one another. The distance 
between refrigerator and_ sink 
should be four to seven feet; be- 
tween sink and range four to six 
feet; between range and refriger- 
ator, four to nine feet; the sum 
of these distances should not exceed 
22 feet. 


Ref Range 





Corridor Assembly 





“U"’ Assembly 
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TWO DOORS 
in the kitchen 
are enough — 
one leading to 
the dining area, 





swWO one to out- 
oor doors. Doors in 
ere corners (above) 
: take up space 
Ep- usable for cab- 
inets. 
= Ernst Payer, Architect 
WS In a kitchen using factory-made 
m- cabinets and having liberal storage . 
ind facilities, the minimum amount of U [ ® dl t 
wall space for base cabinets and niversa “ un e pu S 
ab- appliances, exclusive of doors, is 
20 linear feet; for a medium kitch- ‘ b th fi t 
ach ’ 
uf- en, 17% feet; a small kitchen, 15 in a room IX ures 
feet. Four feet must be added 
to every time the assembly of cabi- 
re- nets, appliances and counters turns ” From the boards of leading archi- 
re- a corner, tects come new bathroom plans, designed 
ion The actual type of kitchen (“L’, with Universal-Rundle Fixtures for greater 
“U” or corridor) is much less im- beauty and extra utility. 
- portant, states the Small Homes Here's a typical new plan made for you 
Commll. then sieseeie wabtiiin ...a workable plan designed by Ernst Payer, 
— , : ? P eminent architect-consultant. Write today for 
ink for storage and counters, proper illustration, blueprint and specifications for 
be- clearances and distances between the Budget Bathroom shown here. 
six appliances. You'll see fashionable new color combi- 
er- A survey made of 103 kitchens nations .. . ingenious and economical new 
am representing thousands of small techniques that give maximum livability to 
al homes, showed that the most fre- limited areas .. . that put real sales appeal 





quent errors in kitchen planning 
were insufficient storage space, par- 
ticularly in base cabinets; too lit- 
tle counter space; poor design of 
the room itself and assembly of 
equipment. 

This is the second circular pre- 
senting results from a kitchen re- 
search project carried out by the 
Small Homes Council. An earlier 
circular discussed cabinet space re- 
quirements for factory-made equip- 
ment. Still another helpful book 
from this same source is “Hand- 
book of Kitchen Design” (Techni- 
cal Series C5.82R) which contains 
+0 sheets of plans, many of them 
or small kitchens. It is: available 
rom the Small Homes Council, 
Jniversity of Illinois, Urbana, IIl., 

















Send in your request today 
for detailed plans to build the 
U-R “Budget Bath” as shown 
above. Don’t delay. The supply 
is limited. 


into new homes! 

You'll see why more and more builders 
are selecting U-R’s perfectly proportioned 
fixtures above other makes. 

Remember, ideas are important as dollars 
and Universal-Rundle gives you free of 
charge the ultimate in workable ideas . . 
ideas that sell! 

Universal-Rundle has led the industry in 
new developments for more than 50 years, 
building better bathroom fixtures and kit- 
chen equipment, priced to fit all budgets. 
Write now for information on the complete 
U-R line. 


NEWCASTLE,PENNSYLVANIA 
Universal-Rundle 


CORPORATION 








SERVING THE WORLD FROM 5 PLANTS LOCATED COAST TO COAST ~ 
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or $2 plus postage. 








































KITCHEN SALES ARE PROFIT SALES 


Dealers promote kitchen 


Wiscoustu 
KITCHEN = remodel- 
ing is a specialty of 
the Lachmund Lumber 
and Coal Co., Sauk 
City, Wis. With a 
draftsman and five car- 
penters on its payroll, 
together with a well- 
equipped carpenter 
shop, the firm is in an 
excellent position to 
push this type of busi- 
ness. This Sauk City 
housewife is proud of 
her new kitchen in- 
stalled by Lachmund 
Lumber and Coal Co. 


Pennsylvania 


KNOTTY PINE pan- 








eling is used to set off . 
this complete laundry- ’ , 
kitchen Seueeaiedlion Wlinots = 
unit at the Luzerne "8 
Lumber Co., Luzerne, EDWARD HINES LUMBER CO., th 
Pa. with headquarters in Chicago, pro- ‘ 
mote kitchen planning by sales floor iz 
displays, television, newspaper adver- 
tising and home shows. Special wall A 
display below, shows plastic counter 
tops and various types of cabinet she 
finishes. Sign reads: "Hines crafts- ies 
men are available to build kitchen ‘ 
cabinets to your specifications." 4 
On opposite page, oe left), ad- fle 
vantages of wooden cabinets are be- b: 


ing explained by Hines salesman. 


Oklahoma 


FOUR SALESMEN for the Geo. C. — customers. These salesmen also pre- 
Wright Lumber Co., Altus, Okla., pare meals for group meetings of 
cook and serve meals to prospective § Jackson County farm women. The 
meetings are held in the firm's dem- 
onstration kitchen. 

New steel cabinets were recentl 
installed in the kitchen nook which 
is carefully planned to demonstrate 
the range, refrigerator, deep freeze, 
automatic washing machine, drier 
and ironer. Walls and floor are in 
harmonizing colors. 
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Kitchens are given strong promo- 
tion by radio and newspaper adver- 
tising six days a week plus direct mail 
pieces. 
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,|sales from coast to coast 


NATURAL-FINISH wood cabinets 
and plenty of color are emphasized 
in the new kitchen (right below), in- 
stalled ‘by the Gloucester (Mass.) 
Coal and Lumber Co. This aggres- 
sive New England firm has sold more 
than 600 kitchen jobs. (Read the four- 
page feature on the company's 


Kitchen Planning Department in 
AL&BPM, June 4, 1949.) 


Cabinets are pine; sink is stainless 
steel (21x32); built-in oven may be 
located at height most convenient 
for housewife; ventilating fan is in- 
stalled over the stove; rubber tile 
floor is yellow with black insert; gar- 
bage disposal unit is attached for 
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demonstration purposes. 


"School for Homemakers," three 
one-day sessions at weekly intervals, 
sponsored by Gloucester Coal and 
Lumber Co. and held in the firm's 
Building Center, attracted hundreds 
of women this spring. One appliance 
manufacturer sent its home econo- 
mist for a demonstration of breakfast 
cooking; a silverware manufacturer 
sent a representative to demonstrate 
table settings; Robert H. Rapp, mer- 
chandising manager for the Kitchen 
Planning Department, emphasized the 
important factors to consider in at- 
taining beauty and efficiency in 
kitchen design. 


HOUSE- 
WIVES in 
Worcester, 
Mass. are en- 
couraged to 
come to Saw- 
yer's, (left), for 
their free kit- 
chen planning 
service. This 
department 
occupies a ma- 
jor section of 
Sawyer's sec- 
ond-floor dis- 
play room. 





WOODEN 
kitchen cabi- 
nets are fea- 
tured in this 
display seen 
in Chicago's 
North Side 
Hill-Behan 
store. The 
unit is clearly 
price-marked. 








You are Cordially 
Invited to A ttend 


OUR 


School for Homemakers 
THIS WEDNESDAY AT 2:30 P.M. 


(Also Wednesday, May 3 and Wednesday, May 10) 


Featuring Polly Taylor... rome economist 


Mr. Robert Rapp . . sitchen » 


wx GLOUCESTER COAL & LUMBER C0. Rx 


The Building 


Me. 87 convenient one wey Duacen St. 
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KITCHEN SALES ARE PROFIT SALES 


Le 96, 





APPLIANCES —refrigerator, 
dish washing machine and stove 
—help make this kitchen unit 
prone. ay This display is seen 
at the Turpin Lumber and Sup- 
ply Co., Monroe, La. 
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CURTIS CABINET UNITS 
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HAS EVERYTHING FOR THE 
HOME FROM CELLAR TO ROOF! 


SPECIFY MORGAN 
KITCHEN CABINETS 


our DREAM KITCHEY- 


SOOT | 5 ~. 
ANY) cls 
me aan ~ 








BOTH steel and wood cabinet units are cS. ee er 5S 7” 
merchandised by Burritt's in Bridgeport, Conn. . ome In... Look Uver 


See for yourself the beauty and efficiency of 


. * : these curstanding cabinets of wood. Complete 
Home planners are invited to take advantage ao ers Saw eat ‘ 


enbinets. Come in and let we help pion your Corte 


" . . ° i acon : 
of "free measuring, planning and estimating." a © TREE MEASURING. PLANNING & 


ESTIMATING OF YOUR KITCHE 











CITY LUMBER COMPANY 's kitchen-laun- Several model kitchen and laundry units are 


dry department in Bridgeport, Conn., occu- arranged in a pie-shaped section in the cen- 
pies the center of its large downtown store. ter of the store. 
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MASTER so-prarr SASH BALANCE 


the 
ORIGINAL 


Sash Balance and 


has 
no equal 
om 


Weatherstrip 
Combination 


You can afford a 


dream kitchen NOW! 


W's @ qlorious dey when you gat 


@ simplicity of installation. 


@ quality of materials or 
workmanship. 


your new white-enemeled steel kitchen! This 

beauty has 66" twin-bowl Kitchensider Cobinet Sink with the famous Mullineider 
trie qarbege disposer. 

ge space and generous work surfaces to speed every kitchen chore! 

‘on and dishwashing ere easier — * breere, thanks to the Kitchen. 


@ economy of time and labor 
in pre-fitting double hung 
windows with sash balances 
and weatherstrip in a 
single unit. 


| CILCO HOME & APPLIANCE CENTER| ' 
4 Soe P, Bank, State & Middle Ste. 
1 om 


Voungsloun = 
: onrAM KITCHENS as & SONG” ' 
‘b> model 


onc JTrilehens 


| Let CILCO re-design your kitchen at 

|} ne cost te you. A complete service 

_. | designed te make your kitchen bright- 
«+ Your work lighter, 


x 


@ The Master No-Draft Spring sash balance and 
metal weatherstrip combination is the ideal unit 
for pre-fit window assembly. It is simple, re- 
quiring only two sash rabbets. It is satisfactory 
in use, and proved by thousands of installations 
from remodel jobs to huge government housing 


\ 
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CITY LUMBER COMPANY pros- 
pects have a chance to study the ad- 
vantages of both wood and steel 


cabinets. Kitchen business is pro- 
moted by newspaper advertising. 
Readers are invited to send for the 


projects. It is the original patented quality unit 
manufactured by the leader in the  angesciagy 
_and sale of this type. of equipment. 





Be. 


free booklet, "Dream Kitchens for a 
Song,’ and check whether they plan 
to build or remodel. The center has 
a complete line of major appliances 
and table appliances on display. 


Every quality product has its imitation. The 
difference between the two may not be appar- 
: ways there .. . either in ma- 

or in design, When you 








Geneva Zonalged Kithene- 


; , yr x ‘ 
sb phsngy tebabedeowe de esneneneenebeseneneern ENLER CREO REET EU LET ECAR HE OH CEE WY 


@ Write today for complete details. 
Give your windows this sales fea- 
ture. We also manufacture the 
world's finest weatherstrip for win- 
dows and doors. 


eee 
A Bright Star In Our Galaxy of V; 
Outstanding Merchandise 
Coneve shee! buchen ore rented ot the tap by specehen fer quality, design end Resibihty. 


They are packed with features thet perk up the housewite’s pulse. Seep in end see our new 
Sepley today. Let ut plon your kitchen. We offer © complete 
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TEEL 
STAINLESS S Firwomalged Kika 
SIAKS & ‘COUNT’ Geneva Kilohana 
oe 
f @ LET US MEASURE YOUR OLD KITCHEN AND 
QUOTE YOU ON A MODERN, STEP.SAVING Ag 
RANGEMENT THAT YOU WILL BE PROUD TO 
OWN, A GLEAMING, LOVELY KITCHEN 





Po — et or @ whole Kitchen Full, Ni 
© obligation. CALL 


© SERVICE FOR OVER WALF A CENTURY 


We hove @ Lumber Yard, Mill and Hardware 
s ; ' 


p 10 r0 OHECK Rall 


he 
of Stratio: ed. We in ates 
ate 


TW SPRING 1S ATTACHE 


OF UPPER S 


$5153 — Ova TMErHONES — 7-334 73303 
1 SHOWROOMS 


BUF RRITT’ 


UILDING MATERIAL 


240-540 ENOWLTON STREET, SR/DGEPORT—AT THE GRAND STREET BRIDGE. 
STRATFORD OIVIAION, 1241 WEST BROAD STREET. STRATFORD 











Master Strip Service Inc. 
1731 No. Kilbourn Ave. « Chicago 39, Illinois 


KITCHEN planning service is 
widely advertised by Burritt's. 
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THESE 35 POPULAR USES 
ror SISALKRAFT propucts 
MEAN MORE PROFITS FOR YOU 


AIR-TIGHT WATERPROOF 


SISAL 
REINFORCED 


SISALKRAFT uses 
IN BUILDING-CONSTRUCTION 


As SHEATHING PAPER 
As a MOISTURE-VAPOR BARRIER 
For FLASHING Door and Window Openings 
UNDER ALL CONCRETE SLABS 
COVERING CONCRETE 
(Curing and Protection) 
UNDER FINISHED FLOORING 
As PROTECTIVE COVERING for finished 
floors, stairways, trim, marble work, etc. 
As WEATHER-PROTECTIVE ‘“‘TARPS”’ over 
lumber, brick, cement, aggregate, etc. 
As WEATHER-PROTECTIVE ‘‘TARPS”’ 
over machinery 
FOR CLOSING IN, Temporary Partitions, 
Lining Sheds, etc. 
For FROST PROTECTION 
For Shade and Rain Shelters 
As DRY SHEET under STUCCO 


SISALATION uses 
IN BUILDING-CONSTRUCTION 


As Combined Sidewall INSULATION 
and VAPOR-BARRIER 
As Ceiling INSULATION 
UNDER FLOORS 
With SISALKRAFT, for INSULATED 
DRY WALLS 
For Lining ATTICS & UNFINISHED ROOMS 
For SINGLE-WALL Construction 
For POULTRY-HOUSE LINING 


SISALKRAFT on tHe Farm 


For Temporary SILOS, Trench SILOS 
For HAYSTACK COVERS 
For Corn Crib COVERS: Grain Bin Liners 
Temporary GRAIN PILING or STORAGE 
For SEALING Permanent Silo Tops and Doors 
For WAGON and TRUCK COVERS 
As WINDBREAK ‘‘Tarps’’ 
As PROTECTIVE ‘‘Tarps’’ over machinery 
As SHEATHING PAPER for Farm Homes 
For LINING BARNS, SHEDS, SHELTERS 
For LINING STOCK CARS and TRUCKS 
For CURING CONCRETE 
For TREE WRAPS 
As SHADE and RAIN SHELTERS 
As SOIL STERILIZATION Covers 
As Protective ‘‘Frost Blankets’’ 
and many other uses. 


Ask for Free Merchandising Aids 


=== MAIL THIS COUPON TODAYea=aam 
The SISALKRAFT Co., Dept. AL-6 
205 W. Wacker Drive, Chicago 6, III. 


Please send free samples and information 
on all Sisalkraft Products. I am a 
[) Contractor; [] Dealer. 





Firm Name 





Address 





City, Zone and State 


OTHE SISALKRAET CO. 
Chicago 6 + New York 17 + San Francisco 5 








KITCHEN SALES ARE PROFIT SALES 


New York 


THIS BEAUTIFUL 
new display of wood 
kitchen cabinets is 
found at the M. D. 
Greene Lumber Co., 
Auburn, N. Y. The lay- 
out is complete with 
windows, sink, splash- 
board and electrical 
outlets for kitchen ap- 
pliances. 





Photo courtesy Curtis Companies Service Bureau 


“Texas 


THIS ATTRACTIVE 
kitchen demonstration 
corner is found in the 
newly-remodeled dis- 
play room of the Her- 
ring-Price Lumber Co., 
Inc., Laredo, Tex. The 
sink, garbage disposal 
unit, refrigerator and 
stove are all connected. 
Mrs. Isla Herring, presi- 
dent and manager of 
the firm, last year 
served a Christmas 
party here for 55 peo- 
ple. Note the break- 
fast bar and stools in 
front of the kitchen 


proper. Home-like atmosphere is created with easy chairs, mantel, mirror and 
pictures. Large plate-glass windows reveal demonstration kitchen and entire 


air-conditioned display room to passers-by. 


KITCHEN SINKS 
are handled in such 
large numbers by Do- 
lan's, Sacramento, 
Calif., that a fork lift 
truck is used to expe- 
dite unloading. 





\ 
Home buyers ao for pre-stained ghake?” 








for colorful, economical walls 


No wonder it’s easy to sell pre-stained 


cedar shakes! Where else can your 
customers find the proven qualities of 


long life, insulation, rot-proof con- 
struction assured with double-coursed 


cedar shake walls? Where else can 


they obtain quality wood siding with 
weather exposures as wide and modern 


as 16’’—and at a cost that is well 


within the budget of virtually all 


home buyers? Everywhere in America 


\ 


Architects, Builders and Lumber 
Dealers are finding that home owners 
like to choose from the wide variety 
of shake colors available. They like 
the -double-coursing method because 
it makes use of inexpensive, low-grade 
cedar shingles for the concealed under 
courses. And they like the finished 
job, the rich appearance of combed 
cedar, penetrated with colorful stains. 
Take advantage of this popularity. 


Build better homes with pre-stained cedar shakes 
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HE PRACTICE of storing a 

wide variety of materials un- 
der one roof in an open area is cer- 
tainly not new. Large manufactur- 
ers, public warehouses, and similar 
operations have been using and im- 
proving upon the system for many 
years. With a corresponding devel- 
opment and improvement of me- 
chanical handling equipment of all 
types, the method is now perfected 
to the point that no other can ap- 
roach it for efficiency and economy, 
particularly for the high volume 
operator. 

There is no single type of struc- 
ture, or type of design, that must 
be built in order to have an efficient 
warehouse. While the majority are 
clear span structures with no sup- 
porting internal members, this fea- 
ture is not essential. Walls can be 
of masonry, lumber, or steel fabri- 
cated. Roof assemblies likewise 
may be wood or steel trusses, or 


64 


TWO SIZES of pallets are shown here in adjacent storage bays. 
power conveyor systems can be installed to carry products 
themselves, stackability, and the amount of the dealer’s average 








NO. 9 IN THE YARD PLANNING SERIES 





may have joists supported by bear- 
ing posts. 

Since load and stress factors 
vary so widely between buildings 
of different sizes and materials, it 
is not practical to include specific 
plans. These should be drawn up to 
suit a dealer’s particular require- 
ments. 


STORAGE SPACE IS CUBIC AREA 


More important than the details 
of the structure itself, however, is 
the adaptation and arrangement of 
the warehouse space, for in addi- 
tion to square foot area, such a 
warehouse also provides vertical 
space which can and should be used. 

The basic floor plan of an open 
area warehouse is laid out on a 
grid, with rectangular spaces for 
storage divided by aisles that make 
every storage bay easily accessible. 
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The open floor 


unit sale. Gravity and power conveyor systems, shown above, 
can be installed to carry products in and out of storage quickly 
and economically. 


storage 


shed 


The widths of the aisles depend 
upon the method of moving mate- 
rials in and out of the warehouse. 
But efficient storing and handling 
within an open warehouse requires 
a careful study of each product 
from the standpoint of bulk, stack- 
ability, volume of sales, and unit of 
sales. 

Most building products are han- 
dled and stacked on pallets. Roof- 
ing, insulation, board products, 
plywood, paint, nails, millwork, ete. 
may all be palletized, but not in 
most instances on a uniform-sized 
pallet. 


Lumber is usually strapped in 
units and stacked with blocks be- 
tween the units. Thus, the height 
to which it may be piled is limited 
only by the capacity of the equip- 
ment used to handle it. 























BUILDING SUPPORTING BINS 


Certain products, also, will not 
support the weight of palletized 
material on top of it without dam- 
age. With these products, a bin 
structure is set up, so that maxi- 
mum height may be utilized with- 
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ROLL ROOFING, paint, nails, and similar cylindrical packaged 
products are well adapted for pallet handling. 


BAG GOODS are easily palletized for efficient handling 


and neat storage. 


{ SUPPORTING bin structure is used for products that 
cannot carry heavy compression loads without damage. 


out damage to the lower materials. 
The same is true of materials of 
poor stackability. 

In any case, when planning a 
storage and handling program in- 
volving an open area and mechan- 
ical equipment, it is advisable to 
call in a representative of the 


equipment manufacturers who can 


map out an efficient system around 
the specific requirements. 

One problem that has proved 
perplexing with this method of 
storing materials is how to provide 
for small sales. The solution to this 


again varies from dealer to dealer. 


It depends on an accurate analysis 
of the sale of each product and a 
norm established. This means the 
de'ermination of an average unit 
that covers the majority of sales 
for the particular product. The 
norm is then used as the basis for 


a dallet. 


“ven so, it is necessary to pro- 
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THIS IS a typical illustration of open floor storage of lumber. 
Note how units are separated by blocks. 


vide for broken lots. Most dealers 
have a broken package or pallet for 
every product. This is located on 
the floor in the storage bay, and 
small orders can be easily and 
quickly filled from it. When ex- 
hausted, a new pallet is moved 
into position to take care of similar 
sales. 
LOCATION OF RAIL SPUR 

Another problem in planning this 
system is where to locate, and how 
to handle materials received into 
inventory. Many dealers have lo- 
cated the rail spur alongside the 
warehouse with several entrance 
doors spaced at intervals in the 
building. Some have made special 
provision to depress the tracks so 
that the car door is at ground level. 
A few have elevated the warehouse 
to dock height with ramps for 
motor truck traffic in and out. Both 
of these provisions, particularly the 
latter are quite expensive, and not 


worth the expense, unless the con- 
ditions warrant it. 

A method that is proving most 
popular is to receive materials out- 
side the warehouse, palletize or 
strap them, and then carry them 
into the building for storage. The 
same applies to shipments moving 
out. Materials are carried out of 
the warehouse to a loading area 
and placed on trucks for delivery. 

Again, the details of procedure 
depend largely on individual re- 
quirements, and can best be worked 
out with the counsel of engineers 
that specialize in such planning. 

Whether or not a trend is de- 
veloping that some day will see all 
yards equipped with the open floor 
storage system is difficult to say. 
Certainly in yards where volume 
is high and handling costs are an 
important part of overhead, the 
system provides substantial econo- 
mies. 
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QUICK TURNOVER IN PLAYGROUND EQUIPMENT 








Seattle dealer encourages children to use sample pieces; 
result: children sell their parents 






























































THOUSANDS OF MOTORISTS see the 
playground equipment daily as they pass 
the Goodfellow Lumber and Fuel Co. 
store in Seattle. Children are encour- 
aged to use sample pieces of equipment 
set up in the yard. 
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PLAYGROUND EQUIPMENT Forrest Goodfellow, who last year 
has proved a popular summer sales decided to handle playground equip- 
item at the Goodfellow Lumber & ment for the first time. 

Fuel Co., Seattle, Wash. The suc- Mr. Goodfellow took on play- 
cess of this item has surprised W. ground equipment mainly to at- 








































































COMMON PLANTING BUCKET is filled with the two sizes of trowels, price-marked, 
of course. Nook of garden supplies, right, is set against a background of woven cedar 


strips to conceal a corner radiator. Tripod of cedar garden stakes is used to support 
planting bucket filled with trowels. 



















tract attention to the firm’s l:wn 
and garden equipment. To his 
surprise, the first shipment of p'ay- 
ground items sold out in the tirst 
month. He doubled his original 
order and by the end of July only 
a few pieces were left for sale. 

Goodfellow’s outside display 
space has been successfully utilized 
for showing this equipment. Neigh- 
borhood children are encouraged 
to play on the equipment which is 
also set up in the yard. Motorists, 
who take their children shopping, 
know they are occupied and happy 
on the playground equipment. Sales 
have resulted from this display-use 
idea. 

Another fast turnover item in 
the Goodfellow store at this season 
is the wooden planting bucket, 
which many housewives buy. Pic- 
tures with this article show how 
Goodfellow uses these buckets ef- 
fectively for display purposes in 
his store. 
* * 


* * 








THE SALESMAN'S CORNER 


HOW can you determine 
which of your buying benefits 
this particular customer consid- 
ers “tops”? 

Easy. By ASKING!! 


At the end of each “benefit 
chapter” of each sales talk you 
give, pause long enough to probe 
for a customer reaction. 

“How does that point I’ve just 
covered strike you? Do you size 
it up as something pretty im- 
portant ... or possibly of only 
minor value as far as you’re con- 
cerned ?” 

Then, having inquired, listen! 
And REALLY listen... alertly, 
attentively, appreciatively. 

In a great majority of cases 
you will discover that your cus- 
tomer will gladly give you guid- 
ance on how to tailor your talk 
to his fit .. . the fit of his de- 
partment, the fit of his company, 
the fit of the special job that 
your product and service must 
do for HIM! 


Remember that when you ask 
questions, you ask for informa- 
tion . . . and when you ask for 
information, you make your cus- 
tomer an authority. 

Customers like salesmen who 
treat them as authorities. They 
often dislike—and dislike vio- 
lently—know-it-all sales mono- 
logists. 

—Richard C. Borden 
The Dartnell Corp. 
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More noom for you 
i Che Fhafil Ficline 


here’s why: 


first —Stock Ponderosa Pine window units fit in with your busi- 
ness—they are your kind of product. 


second—Ponderosa Pine windows give you a distinct edge on 
competition. They come as pre-fit, pre-assembled units, complete 
with efficient weatherstripping and mechanical sash balances. 
They are available in a wide variety of styles—with screens and 
storm sash to fit. They are weathertight—easy to install—modest 
in cost. Chemical treatment at the factory gives them extra 
resistance to moisture, fungus growth and insect attack. 
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This book can create prospects 


and profits for you! 

Widespread national advertising and 
promotion speed your sales with Pon- 
derosa Pine windows. For example, 
this handsome booklet, ““Ponderosa 
Pine Woodwork for Today’s Home,” 
will help you step up volume and 
profits with Ponderosa Pine windows, 
cabinets, doors and other woodwork. 
Beautifully illustrated in full color, 
this booklet is building sales for deal- 
ers all over the country. Mail the 
coupon for your free copy—then order 
in quantity for your customer list. 


Ponderosa Pine Woodwork 

Dept. TAL-6, 38 South Dearborn Street 
Chicago 3, Illinois 

Please send me a free copy of ““Ponderosa 
Pine Woodwork for Today’s Home.” 
(Please print ) 














X-Ty percent up! 

There never was anthing like the 
house-building boom now taking place 
in the U. S. 1949 was a surprisingly 
good year in the minds of those who 
predicted fearlessly that ’48 was so 
big it was unreasonable to expect it 
would be duplicated. Nevertheless 
1949 finished neck and neck with 1948. 
“That marks the end of the truly big 
home building years” was the fre- 
quent prediction. “You just can’t keep 
on keeping on very long at that rate.” 
And so it seemed! But once again our 
prognosticators slipped a cog. At the 
end of the first quarter, and despite 
atrocious weather in some sections, 
1950 was approximately 60 percent 
ahead of the same period in 1949 and 
March was the record-breaking month 
of all time! That, kind friends one 
and all, is indeed something to think 
about! 


It now is easier to buy a new 
home than a new car... lower 
down payment (if any), smaller 
monthly installments. 


Something to think about 


Despite the record breaking house- 
building boom, price-cutting is at its 
worst in many areas. We asked a 
friend of ours to explain this strange 
situation when we were discussing the 
sale of several house jobs which a 
lumber dealer had sold at less than 
cost of replacement. 

“There are three major reasons,” he 
said. “(A) Greed for volume and the 
entirely erroneous idea that if you sell 
enough, even at cost, you'll be able 
somehow to make a profit. (B) Jeal- 
ousy—trying to keep anybody else 
from making a sale. (C) Excessive 
pride ... wanting to be the whole 
show.” 


All three reasons are as dan- 
gerous to business as cancers 
are to human beings. 


Another missing ingredient 


Our friend was quite right con- 
cerning his three reasons for price- 
cutting—greed, jealousy and pride. 
However there is a fourth which we 
believe to be of even greater im- 
portance and that is FEAR. We 
know of a lumber dealer who could 
hardly be restrained from cutting his 
price even before he had a chance to 
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quote it! A salesman representing a 
factory which made laminated arches 
for barn construction had figured out 
the price of the structure for the 
dealer and had agreed to help him 
make the sale. The nearer they got to 
the prospect’s farm, the surer the 
dealer was that the price was too 
high. He insisted on lopping off a 
liberal discount “just to be sure they 
wouldn’t lose the sale to one of the 
several low-price-per-1000 yards in 
the area.” The salesman refused and 
had no difficulty in making the sale 
at his regular price. The farmer 
wanted this particular type of 4-4 
struction and said so quite frankly. No 
one else was figuring on the job. Fear 
gripped the heart of the dealer and 
came perilously close to turning the 
sale into a profitless transaction. 


Fear is one of the deadliest ene- 
mies of many salesmen. 


Common failings 


Our friend was quite right in label- 
ing his three reasons for price-cutting 
as “common failings of mankind.” 
They (greed, jealousy, pride) are the 
cause of a heap of trouble. We saw 
what greed could do during the war 
when it was the common practice to 
insist that allocations were all wrong 
as far as the OTHER FELLOW was 
concerned! 


Jealousy is at the root of most 
marital and industrial difficul- 
ties. 


Bad business 


If it makes you see red when the 
other dealer’s truck goes down the 
street with a big load of lumber, or 
you get huffy because a Main Street 
merchant bought his house from 
someone else, better stop, look and 
listen. It means that greed, jealousy 
and pride are overcoming your good 
judgment. First thing you know, you'll 
be trying to get even by making a 
profitless sale to someone. Cutting 
the price won’t make a friend or a 
customer. You can bet your bottom 
dollar that the way to destroy con- 
fidence in you and your company is 
to exhibit this lack of confidence in 
yourself. That’s bad business with a 
couple of capital “Bs” thrown in for 
good measure. 


The other fellow enjoys exactly 
the same right to exist. 


CLINIC 





by R.E.S, 


No profit ... no service 
Price cutting is an inference on the 
part of the seller, that he alone is 
entitled to remain in business. Price- 
cutting creates not one cent of new 
business. It merely whittles off such 
profits as should result from the 
transaction. Slashing the price is as 


‘bad for the buyer as it is for the 


seller. It eliminates all chance of ren- 
dering efficient service and it is 
through service and service alone that 
the buyer profits. The customer who 
insists on buying on a price basis in- 
variably gets no more than he pays 
for and that’s not what he wanted! 


“Something for nothing” is not 
the royal road to success ... for 
seller or buyer. 


"Listen, Jim!" 


This is the way we heard it ina 
lumber yard recently: 

“Listen, Jim,” said the prospect. 
“I’m hearing a lot about how cheap 
you can buy lumber in this town if 
you play both ends against the mid- 
dle and have every dealer put ina 
bid . . . especially the XYZ Con- 
pany. That sort of scares me. I don't 
know one piece of lumber from an- 
other and can’t tell whether I’m get- 
ting White Pine or Cottonwood. 
Frankly, I don’t want to get dragged 
into that kind of a dog fight and | 
don’t see why it’s necessary. You and 
I belong to the same church and to 
Rotary. Will I lose by simply turning 
the list over to you and telling you to 
send the lumber out?” 

The answer? You can write your 
own. I’ll drag along with Jim—take 
what he sends—pay what he says it’s 
worth. 

Antidote for price - cutting: 

Quality materials in use plus 
good salesmanship plus con- 
venient monthly installments. 


"He got what he paid for" 

Quoting the price on identical lists 
of lumber and other building mate- 
rials usually is impossible for the 
simple reason that they seldom re- 
main identical even though they may 
seem to. If you think so, it would 
be interesting and revealing to con- 
pare what actually was delivered by 
the low bidder as compared with what 
the buyer was trying to buy when he 
first started out. The excuse of the 
dealer who sold the job will be, “He 
got what he paid for.” 





June 17, 1950, AMERICAN LUMBERMAN & 








here 
that 
you 


and 
elal 
pro 
Jus 
you 
par 
est 

anc 
fica 
an} 


the 


hav 
the 
pre 
sta 
ter 


Ins 


in a 


pect. 
heap 
vn if 
mid- 
in a 
Com- 
don’t 
| al- 
get- 
vood. 
gged 
nd | 
| and 
id to 
ning 
yu to 


your 





N 0) you can sell 


these proven money-makers 


@ Sell the Pittsburgh Products shown 
here, and you tap a skyrocketing market 
that’s loaded with profits. What’s more, 
you can keep a tight rein on inventories. 


Consider Plate Glass Structural Mirrors 
and Furniture Tops. You don’t need any 
elaborate cutting equipment to sell these 
products. And you don’t carry any stock. 
Just send measurements or patterns to 
your nearest Pittsburgh Plate Glass Com- 
pany branch (on the west coast, the near- 
est W. P. Fuller & Co. branch.) We cut 
and finish the pieces to your exact speci- 
fications. Installation is so simple that 
anyone handy with tools can usually do 
the job himself without any trouble. 


Pittsburgh Plate Glass Door Mirrors 
have a rapid turnover. So to help you meet 
the demand, yet keep stocks down, we’ve 
prepared a popular assortment of just 35 
standard sizes that fit over 90% of all in- 
terior millwork doors. 


The demand for these Pittsburgh Glass 
Products increases every day. So be sure 
that you get your full share of profits. For 
more information, write to Pittsburgh 
Plate Glass Company, 2151-0 Grant Build- 
ing, Pittsburgh 19, Pa. 




















Look for this label on all 
Plate Glass products you 
buy. Your customers do. 


PAINTS + GLASS - CHEMICALS - BRUSHES - PLASTICS 


PitTTSBURGH 
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Products .... Sales Aids .... Literature 


SEND FOR THESE: 


The “Dial-It-Right” selector, a de- 
vice to assist in the selection of the 
proper hardboard products, has been 
developed by Masonite Corporation 
for dealers. The selector is 6% inches 
in diameter and consists of two discs. 
Listed on the outer edge are various 
uses of hardboards. To determine the 
proper hardboard for each, one moves 
the smaller disc into position and 
reads in a two-section window the 
recommended hardboard product, type 
and thickness. Write Masonite Corpo- 
ration, Dept. AL, 111 W. Washington 
St., Chicago 2, Ill. 


Figuring sheet and accessory re- 
quirements for corrugated aluminum 
roofing and siding is made easy by 
a new estimating guide. Simplified 
diagrams show the measurements re- 
quired in estimating for all types of 
roofs—plain gable, hip, L-shaped, T- 
shaped and gambrel roofs—and for 
dormers. A table is provided for cal- 
culation of rafter lengths where they 
are not known and actual measure- 
ment is difficult. By following the ex- 
plicit steps outlined the exact number 
of sheets and accessories needed for 
roofing and siding is readily deter- 
mined. For copies of the guide write 
Kaiser Aluminum & Chemical Sales, 
Inc., Dept. AL, 1924 Broadway, Oak- 
land 12, Calf. 


Ornamental Iron by Master Crafts- 
men titles catalog No. S-50 available 
from Valley Metal Products. Many 
unusual effects can be obtained both 
inside and outside, with picturesque 
ornamental iron railings and columns. 
Numerous standard designs _illus- 
trated in this catalog are suitable 
for all types of residential and com- 
mercial buildings. In addition to col- 
umns and railings, designs are in- 
cluded for ornamental iron gates, 
bracket installations, scrolls, ete. 
For copies of catalog write Valley 
Metal Products, Dept. AL, Marseilles, 
Ill. 


Decaznot, a clear wood preservative, 
is the feature of the C-4 line of wood 
preservatives described in Catalog 
501-WP, issued by Coopers Creek 
Chemical Corporation, manufacturers 
of coal-tar and asphalt products. De- 
caznot is a clear preservative, primer 
and sealer for lumber, millwork, sash, 
screens, doors, outdoor furniture, 
fences, tents, awnings, seed boxes, 
and hundreds of other applications. 
For brush, spray or dipping, it is re- 
ported to afford deep and thorough 
permanent penetration, not just a 
surface film, and dries with practical- 
ly no surface discoloration. Wood 
treated with Decaznot can be stained, 
varnished, shellacked, waxed or 
painted in the normal way. It kills 





and prevents attacks of all wood-de- 
stroying fungi; prevents infection and 


70 


destroys termites, powder post 
beetles, wood borers and gnawing in- 
sects. Preserves against decay, rot, 
mildew, etc., and prevents warping, 
swelling, shrinking and end checking. 
Protects awnings, tents, canvas, and 
rope against mildew and other fungus 
rot, and increases waterproofing pro- 
tection. Decaznot forms a fine shin- 
gle stain and is easily colored by add- 
ing colors-in-oil. It is practically 
odorless and guaranteed for quality 
and performance. Write Coopers 
Creek Chemical Corporation, Dept. 
AL, Conshohocken, Pa. 


“Lumite Woven Fabrics,” a new, 
22-page product booklet, describes the 
various qualities and uses of Lumite’s 
insect screening, decorative and up- 
holstery fabrics, and specialty fabrics. 
One section gives a brief history of 
Chicopee; another covers saran, of 
which most Lumite fabrics are woven, 
and includes a description of general 
properties, extrusion, orientation, 
shrinkage, temperature, knotting, ty- 
ing, moisture absorption, tensile, 
strength-elongation, chemical proper- 
ties, solvents, filament diameter, 
strength and yield, and physical prop- 
erties. The new booklet is available 
by writing to the Lumite Division, 
Chicopee Manufacturing Corporation, 
ae 40 Worth St., New York 
13, N. Y. 


“Mine the Gold That’s in Your 
Plant” explains how to save up to 
50% or more of floor space and cut 
manpower requirements in half. 
Twenty-five types of equipment and 
18 accessories are illustrated and de- 
scribed. The new six-page folder is 
of particular interest to those re- 
sponsible for parts and stock storage 
in manufacturing processes as well 
as tool cribs and shipping rooms. For 
copies of folder No. 220 write The 
Frick-Gallagher Manufacturing Com- 
pany, Dept. AL, 401 Shubert Bldg., 
Philadelphia 2, Pa. 


Literature designed for consumer 
use features Richkraft building 
papers, and reflective insulation. The 
folders are available on request. One 
is entitled, “Cut Costs by Insulating 
with Silvercote Reflective Insulation.” 
Homes insulated with Silvercote, ac- 
cording to the folder, have proved to 
be as much as 15 degrees cooler in 
summer. A 30% saving in winter 
fuel is achieved by preventing escape 
of heat. The second folder, Ne 
Quality Up and Costs Down wit 
Richkraft Building Papers,” describes 
Richkraft papers designed to meet 
specific requirements. These include 
papers for the toughest uses on con- 
struction jobs; over subfills in base- 
mentless houses, under wood floors, 
dry sheet under roofing, over sheath- 
ing, etc. For copies of these folders 
write The Richkraft Company, Dept. 
AL, Builders Building, Chicago 1, II. 
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Cermak Introduces New 
Line of Plastic Wall Tiles 

A new line of plastic wall tiles is 
marketed under the trade nam. of 
“Cleveland Bevel-Edge” wall tiles. 
This new style which supplements 
the present complete Cermak line, 
is available in the 14 most popular 
colors of standard Cermak field 
tiles. The new Cleveland Bevel- 
Edge Field Tile is 414-inch square, 
Matching or contrasting trim 
pieces follow the same standard 
sizes. Outstanding feature of this 
new tile is the extra deep beveled 
edge. When installed it results in 
a tufted and softer appearance than 
is possible with conventional tile. 
The Cleveland Bevel-Edge tile is 
heavier than the original Cermak 
tile. Its use greatly simplifies in- 
stallation as no grouting is neces- 
sary between joints. Molded out- 
side corner tile pieces, introduced 
by Cermak last year, can be used 
with the new Cleveland Bevel-Edge 
tiles. For samples write Cermak 
Tile Company, Inc., Dept. AL, 4719 
W. 35th St., Cleveland 9, Ohio. 


BPS Color-Vision 
Shows Actual Color Results 
The Patterson-Sargent Company, 
makers of BPS Paints, offers home- 
owners who are about to redecorate 
their home interiors, the new and 
compact color selector—BPS Color- 
Vision. Aimed at allowing users to 
see actual color results before they 
paint, the selector features three 
rooms: living room, dining room 
and bedroom. Each BPS Color- 





Vision set contains small slide-rule 
color panels, one for ceiling colors, 
the other for background wall col- 
ors. By merely sliding wall and 


ceiling panels back and_ forth, 
home-owners can arrive at any col- 
or combination they desire. Orig- 
inated, pioneered and perfected by 
Patterson-Sargent, single color 
room decoration calls for use of 
made-with-oil Flatlux on _ walls, 
smooth color-matched Satin-Lux or 
Glos-Lux enamel on woodwork and 
trim. No mixing or laborious 
matching is necessary since all 
three paints come ready-matched 
for immediate use. Write The Pat- 
terson-Sargent Company, Dept. 
AL, 1325 E. 38th St., Cleveland 14, 


Ohio. 
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A Curtis “cabinet wall’ will 
assure ample storage space 
in the home. These standard 
Curtis units will find a useful 
place in storeroom, laundry, 
sewing room, rumpus room, 
nursery, hall or bathroom. 





when you sell 


If Mrs. Homeowner prefers shell pink, 
sage green or powder blue in her kitchen 
cabinets, she can have what she wants’ 
when you sell Curtis wood cabinets. For 
these sturdy, lifetime-lasting cabinets are 
finished two coats at the factory—ready 
to paint in the color of the owner’s choice. 
Colors can be changed at will quickly 
and inexpensively. 

That's just ove reason why Curtis cabinets 
stimulate your volume and profits! Built 
like fine furniture, these cabinets come in 
dustproof cartons—ready to fit together 
quickly and easily into any size or shape 


CurtiS 


WOODWORK 














Cabin ata ! 


of kitchen. Curtis cabinets provide a host 
of modern conveniences that every house- 
wife wants. Hardware is furnished for 
each unit. 

You can multiply your profits with Curtis 
cabinets because they have a wide range 
of use in school, church kitchens, labora- 
tories, libraries, hospitals, laundries and 
clubs—as well as in domestic science de- 
partments of schools and colleges. 

Get all the profitable facts about Curtis 
kitchen cabinets and the Curtis sales plan 
to stimulate the profitable kitchen cabinet 
sales. Information is yours for the asking. 


CURTIS COMPANIES SERVICE BUREAU 


CLINTON, IOWA 


A Department of Curtis Companies Incorporated 


Clinton, lowa * Wausau, Wis. © Chicago, Ill. * Sioux City, lowa 
Lincoln, Nebr. * Topeka, Kan. * Minneapolis, Minn. 
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Dura-Brick for Old 
or New Homes 


Announcement is made by the 
Wisconsin Dura-Brick Co. of a new 
type of building material which can 
be adapted to both new home con- 
struction or remodeling. Accord- 
ing to Iver Strandberg, a builder, 
who has introduced Dura-Brick, its 
appearance is so similar to brick 
veneer that even skilled masons 
have difficulty telling it from genu- 











ine brick. Its use is said to cut 
costs materially where brick facing 
is desired. For remodeling on a 
frame bungalow, use of the mix- 
ture is preceded by application of 
a covering of 15 pound rag felt 
base, over which metal mesh is 
nailed. A half inch coat of the 
white material is then spread and 
allowed to stand for one or two 
days. A second coat of one-quarter 
inch is then applied and allowed to 
stand for at least three hours. The 
third coat, which has been colored 
as desired, is then applied to a 
thickness of one-quarter inch, 
combed to simulate brick texture 
and lined off through use of a pat- 
ented knife so that the white under- 


coat will show through as mortar 
joints between the “bricks.” For 
details write Wisconsin Dura-Brick 
Co., Dept. AL, 4709 W. Center St., 
Milwaukee 10, Wis. 


Carton Helps Dealers 
Sell Window Screens 


The F. E. Schumacher Co, has 
introduced a colorful, double duty 
packing carton and display case for 
its exclusive ‘Reddy-Loc’ window 
screens. The new carton features 
a cutout section at one end which 
allows the screen goods to be ex- 
posed while still in the carton, thus 
permitting adequate display. One 
of the best ways to use this carton 
is to set a cut-away carton upon 
two unopened cartons at the end of 
a counter. This affords easy-to-see, 
easy-to-reach display. Each carton 
is illustrated in color with a de- 
tailed picture of the sales-stimulat- 
ing ‘Reddy-Loc,’ and each screen is 
individually labeled showing the 
advantages of the ‘Reddy-Loc,’ and 
the ease with which it works. The 
earton has been designed to help 
dealers sell screens by providing 
easier, more effective display. The 
Schumacher Co. also offers dealers 
a complete selection of mats and 
cuts for dealer advertising of The 
F. E. Schumacher line. Write the 
F. E. Schumacher Co., Dept. AL, 
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@ Covers jambs complete- 
ly, eliminating need of 
top grade lumber. Pre- 
cut to fit, low cost Sen- 
tinal Weatherstrips are 
easily and quickly in- 
stalled. 

Assured smooth, easy 
operation plus complete 
weatherproofing will in- 
crease sales appeal and 
profits. 
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New Dremel Electric 
Sander-Polisher 


Dremel Manufacturing Conipany 
has announced a companion model 
to its present electric Sandev-Pol. 
isher of which more than 200,000 
are now in use. The new and 
larger Model 2000 delivers 14,400 
sanding strokes per minute, using 
a straight-line, reciprocal action 
principle said to assure work conm- 
pletely free from scratches, burns 
or machine marks. There are no 
bearings . no wearing parts, 


Other specifications are only two 
moving parts; light weight of five 
pounds; 21 inches of sanding sur- 
face using abrasives No. 1% or 
finer; and a cam-type paper holder 
which permits rapid abrasive 
changing. The new Sander-Polisher 
is ruggedly built to meet the heay- 
ier requirements of industry, 
builders, home owners, and crafts- 
men. For builders’ and decorators’ 
use all types of woodwork, doors, 
windowsills, cabinets, etc. can be 
quickly sanded to a satin finish. 
The model also smooths rough 
plaster, dry wall joints, and filler 
coats. For descriptive bulletin 
write Dremel Manufacturing Co., 
Dept. AL, 2424—18th St., Racine, 
Wis. 


Laundromat with Door that 
Weighs Soiled Clothes 


The new Model L-5 Laundromat 
automatic washer features a built- 
in scale mechanism and a “Weigh- 
to-Save” loading door to show the 
user the correct amount of hot 
water and soap needed to wash 
a given load of soiled clothes. The 
weight indicator for the scale is 
on the slanting front panel of the 
washer and has markings to cor- 
respond with the three settings of 
the machine’s water-saver control. 
With this control, the amount of 
water can be adjusted to the size 
of the load of soiled clothes. The 
washing time and water tempera- 
ture of the new Laundromat is de- 
termined by a single control dial 
with three settings. The new 
Laundromat automatically fills it- 
self with water, washes, triple 
rinses, spins garments practically 
dry, cleans and drains itself and 
shuts off. Write Westinghouse 
Electric Appliance Division, Dept. 
AL, Mansfield, Ohio. 
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assures you of know how 


PACIFIC MUTUAL DOOR CO. 


TACOMA BUILDING” ¢ 
MILLS—OREGON, WASHINGTON, CALIFORNIA 
WAREHOUSES FIVE PRINCIPAL CITIES 


Garwood, N. J. @ Baltimore 31, Md. @ Chicago 8, Ill. © Kansas City 3, 
Kansas @ St. Paul 4, Minn. 


PAMUDO 
Re SERVICES 


TACOMA 2, WASHINGTON 
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DOUGLAS FIR 
PLYWOOD 


Douglas Fir 
Doors 

Pine Doors 
Pine Plywood 
Flush Doors 
Frame Stock 


Mouldings 


INDUSTRIAL 
PLYWOOD MFG’D 
TO CUSTOMER 
SPECIFICATION 





Manufacturers of fine quality 
DOUGLAS FIR 
WEST COAST UPLAND HEMLOCK 


SPRINGFIELD 
OREGON 


ROSBORO LUMBER CO. 
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No-Draft Combination 
Sash Balance-Weatherstrip 


The Master No-Draft spring 
balance is a combination weather- 
strip and sash balance for double 
hung windows. It makes windows 
weatherproof and at the same time 
balances them for easy operation. 
Made of non-corrosive metal, also 
available in stainless steel. The 
springs are correctly-tensioned to 
make finger-tip operation possible 
on both upper and lower sash. It 
is claimed that time as well as 
money are saved in installation be- 
cause no pulleys, cords or weights 
are required. Maintenance is said 
to be completely eliminated. For 
complete information, write Master 
Strip Service Inc., Dept. AL, 1731 
N. Kilbourn Ave., Chicago 39, III. 


Swirl-O-Matic Brush; 
Automatic Valve Attachment 


The Swirl-O-Matic brush was in- 
troduced last year as a _ revolu- 
tionary car-washing device. Sim- 
ply attach Swirl-O-Matic to any 
garden hose, and watch the revolv- 
ing brush do the work. The turbine 
action quickly cleans giving the car 
a gleaming finish. Now the manu- 
facturer is offering a Super-Deluxe 
model which feeds detergent into 
the brush automatically when you 
need it, as you need it. It also 
rinses and shuts off water automa- 
tically with just a flick of the fin- 
ger. No bucket is required. Swirl- 
O-Matic, either regular or Super- 
Deluxe, works on both high and 
low water pressure. It is excellent 
for cleaning windows, 


screens, 





boats, sidings, glass brick windows 
as well as cars. The Swirl-O-Matic 
Automatic valve is available sepa- 
rately (for use with Swirl-O-Matic 
—will fit all standard hoses and 
attachments). Write Melaire Dis- 
tributing Company, Dept. AL, 420 
Lexington Ave., New York 17, 
» iy A 


Aluma-Life Roof, New Type 
Light-Weight Roofing 


A new type of light-weight roof- 
ing material utilizes aluminum foil 
between cotton gum base layers and 
is finished with a coating of marble 
or granite chips of selected color. 
This new roofing material bears the 
trade name of the Aluma-Life Roof. 
It has been passed by the National 
Board of Fire Underwriters with 
an “A” rating and is FHA ap- 
proved. It can be applied as easily 





and more economically than roofs 
carrying much lower ratings, ac- 
cording to the report. “Part of the 
economy is effected by the elimina- 
tion of all metal flashing on chim- 
neys and valleys, which also adds 
beauty of finish.” Suitable for all 
types of installation, Aluma-Life is 
said to be the only built-up roofing 
with hurricane _ specifications, 
bonded direct to wood sheathing 





which can be used on pitches of 5 
on 12 and up. The Alum» -Life 
roof weighs from 125 to 285 p:-unk 
per square installed. For de.ailej 
information write Aluminum luild. 
ing Products, Inc., Dept. AL, Route 
1, Atlantic Boulevard, Jacksonville 
Fla. 









Side Mirror Wings Permit 
Profile, Rear View of Head 






This new bathroom cabinet is 
equipped with adjustable side mir. 
rors, thereby permitting profile and 





































Identified as 
Model 1250L, the cabinet has a 


rear view of head. 














door mirror 16x24’ with side 
wing mirrors, 8x20”. The cabinet 
interior is finished in a smooth, 
baked on white enamel, size 13’x- 
1814”, contains three shelves, and 
requires a wall opening 14x20)”. 
The overall width when both side 
mirror-wings are open is 33”. The 
cabinet is constructed of the high- 
est quality cold rolled steel. All 
mirrors are made of plate glass. 
The door and wings are mounted 
with chrome plated piano hinges. 
The side mirrors operate at the 
touch and may be adjusted to a 90 
degree arc. The frames are of pol- 
ished stainless steel. In addition 
to the side wing innovation, Model 
1250L is also equipped with a 15 
watt fluorescent lighting fixture 
over the center mirror. Write 
Standard Steel Cabinet Co., Dept. 
AL, 3701 Milwaukee Ave., Chicago 
41, Ill. 
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PONDEROSA PINE 


YA GOTTA MAKE CALLS 
IF YA WANTA GET RESULTS 


We solicit your inquiries 
Phone us, write us, wire us. 


prs Ask for our weekly offerings and transit car list 


+| H. S. CHISHOLM, INC. 


737 W. 3rd St., Reno, Nevada 


DOUGLAS FIR 





SUGAR PINE 












TWX: RE-40 
INCENSE CEDAR’ WHITE FIR 
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NE They're fast sellers all over the country because they're tailor- 
made for today's new homes, office buildings, institutions, etc. 
Each Wisconsin Knight door sale means another satisfied cus- 
tomer. 

's Wisconsin Knight is the outstanding door value in today's mar- 
ket. Each Wisconsin Knight is painstakingly made by expert 
workmen from top quality materials. Your customers get max- 
imum strength, minimum weight; maximum beauty, minimum 
cost. 


Investigate today! Discover how YOU can increase your door 
sales with Wisconsin Knight. 


For Retail Dealership or Wholesale Distributorship — W RIT E 


WISCONSIN FLUSH DOOR 


40 MANUFACTURING COMPANY 


IR ‘0101 Lyndon Detroit 21, Mich. 
Phone TExas 4-8010 
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MFMA Northern Hard Maple Floor in the 
summer lake shore residence of Architect 
George G. Schneider, Milwaukee, Wis. 


For a better deal all around .. . in 
dollars, decorativeness, durability 


NORTHERN HARD MAPLE 
Cmoricas Favorite Residontial Floor’ 


Well-laid floors of beautiful, bright, lifetime-wearing 
Northern Hard Maple, help sell homes. 

How about costs? 

Strictly competitive with cost of any good floor... 
still better if you take advantage of this often—over- 
looked economy. 

Use MEFMA Second or Second-or-Better Grades; enjoy 
appreciable savings at no sacrifice in beauty, utility, dura- 
bility or easy finishing! Use MFMA Third Grade, in 
many areas, and it’s an even better deal. 

Remember, MFMA _ strictly-enforced grading rules 
guarantee absolute soundness, true dimensions, genuine- 
ness of species. All MFMA Grades are good grades, 
worthy of use in the finest homes. 

For full details, dimensions, standard specification data, 
see Sweet’s—Architectural 13g-7; Engineering 4j-21. 
Write for special folder of latest MFMA approved finishes 
and processes. 


MAPLE FLOORING MANUFACTURERS ASSOCIATION 
Room 384—46 Washington Boulevard 
OSHKOSH, WISCONSIN 


FLOOR WITH WOME HARD MAPLE 
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CLARK in the Building Supply Industry 


A SURE-FIRE WAY TO GET MORE FOR 
YOUR MONEY—CLARK FORK TRUCKS 


/More Efficiency 


(DO MORE JOBS BETTER) 


/More Economy 


(COST LESS TO OPERATE) 
v bili 
More Durability 
(LAST LONGER) 


CLARK products are released only after 
standing the exacting test of Clark's 
Unmatched Engineering Laboratory. 





Lower your break-even point— 

by cutting those handling costs 

with the versatile, efficient, and 
economical Clark Machines 








Many practical handling attach- 

ments broaden the usefulness of 

Clark fork trucks—good idea to 
know about them 








To borrow CLARK Movies and 
receive new literature check 
proper box or boxes in the 
coupon, attach it fo your business 
letterhead and mail to CLARK 











THREE MORE REASONS Wi] CLARK IS YOUR BEST BUY 


CLARK 


ELECTRIC ano GAS POWERED 


FORK TRUCKS 


AND INDUSTRIAL ||’ TOWING TRACTORS 


























1 INDUSTRIAL TRUCK DIVISION + CLARK EQUIPMENT COMPANY + BATTLE CREEK 40, MICH. 
! Please send the items checked .. . [) Movie Digest © Products Catalog [) Material Handling News 
NAME 

| FIRM NAME 

f STREET 

cry. ZONE STATE 


AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IN STRATEGIC LOCATIONS 
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Core-Type Concrete Drills 


Patent (U. S. No. 250647.) iy 
the field of rotary concrete an 
masonry drills, covers drills of core 
design and the use of side exhaust 
slot through which pulverized core 
particles can escape. The design 
principle allows all cutters of the 
Tilden Konkrete Kore drill to oper. 
ate at their most efficient cutting 
speed, making possible the penetra- 
tion of concrete at speeds of up to 
six inches per minute. In wide. 


spread use for approximately three 
years, the manufacturer reports 
Tilden rotary Konkrete Kore drills 
have demonstrated that they are 
70 percent more efficient than 
pointed drills. Up to 30 feet of 
concrete can be drilled before re 
sharpening is necessary, and cut- 
ters of the drill can be resharpened 
as much as five to seven times, giv- 
ing the drill an extraordinarily 
long life. The manufacturer pro- 
vides free resharpening and repair 
service on all drills. Write Tilden 
Tool Manufacturing Company, 


Dept. AL, 1995 N. Fair Oaks, Pasa- 
dena 3, Calif. 


New Marlite Color Folder 


New Marlite plastic-finished wall 
and ceiling panel Color Folder shows 
complete range of Marlite colors, 
patterns and finishes for any type 
interior—either in new construc- 
tion or remodeling. It is designed 
to be used primarily as a handout 
piece for dealers’ Marlite prospects. 





































The folder is in reality a miniature 
Marlite catalog and tells the pros- 
pect the complete story on these 
plastic-finished wall panels—as well 
as showing, in full color, the com- 
plete range of Marlite colors and 
patterns. New Marlite Wood and 
Marble Pattern colors are also re- 
produced. Dealers will find the 
folder suitable for either commer- 
cial or residential prospects, as it 
features typical Marlite installation 
pictures in both markets. Included, 
too, are Marlite panel sizes and fin- 
ishes. Pictures of a Marlite bath- 
room and kitchen are shown in full 
color. For copies of the Marlite 
Color Folder write Marsh Wall 
Products, Inc., Dept. AL, Dover, 





Ohio. 
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“Just try it...” says James A. Holland about 


DIERKS SATIN-LIKE PACKAGED TRIM 











“Dierks Satin-Like Packaged Trim,” says Mr. J. A. 
Holland, Vice-President of Blacker and Shepard 
Lumber Corp. in North Quincy, Mass., 
clean finish when delivered. In many cases, it has 


“means 


prevented damage from handling and transporta- 
tion. Our customers’ costs are reduced in applica- 
tion because of its accurate milling. Also, the gloss- 
like surface assures the painter of a smooth job. 


“We have sold Dierks Packaged Trim for better 
than 15 years... and this statement should convince 


one of our satisfaction. I say to all, ‘Just try it and 





see for yourself.’ ” 


Take a tip from this outstanding dealer—try Dierks Satin-Like 
Packaged Trim and see for yourself. You'll discover that Dierks 
Satin-Like is “the trim that the trade prefers”"—the trim that puts 
profit in your pocket. 





























— LUMBER AND COAL COMPANY 


1006 Grand Ave. 


Dierks Bldg. Kansas City 6, Missouri 
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for WESTERN wooDS 


Specializing in Mixed Cars 
of 


IDAHO WHITE PINE 
PONDEROSA PINE 
ENGELMANN SPRUCE 
INLAND RED CEDAR 
FIR AND LARCH 


FRAMES 
CUT STOCK 
MOULDINGS 
CUT-TO-LENGTH TRIMS 
Sales Office: 


449 Peyton Building 
P.O. Box 1290 


Teletype — Sp-105 
Telephone MAdison 0121 
SPOKANE, WASHINGTON 


Pack River Sales Company 


Pack River Lumber Co., Sandpoint, Idaho 
Representing [ Northwest Timber Co., Gibbs, idaho 
Thompson Falls Lumber Co., puncte Falls, Mont. 


for name of nearest wholesaler call 
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Windows Lock Automatically 
In Any Position With New Lock 


Recently developed and patented, 
is a new foolproof and burglar- 
proof automatic lock for all wood- 
en-sash windows. Acting on a pres- 
sure against the sash principle, this 
new lock is always on, unless a 
hand holds the unlock lever. This 
constant pressure principle is also 
reputed to eliminate window rat- 
tles, and keep windows up if the 
sash cord breaks. It is easy to in- 
stall; the lock is placed on the up- 
per wooden crossbar of the lower 
sash, and 3 screws inserted. This 
new product is called the Home 
Watchman Window Lock. Write 
Corona Mfg. Company, Dept. AL, 
1908 S. 76th St., Milwaukee 14, 
Wis. 


Hudee Ideal Sink Frame System 


The Hudee Ideal frame can be 
easily installed on the job or in the 
shop. It is completely self sealing, 
permanent, watertight and _ sani- 
tary. This frame can be used with 
all types of flat rim sinks of any di- 
mension, whether round or square 
cornered, and in addition can be 
fabricated for use on certain vitre- 
ous china bowls. It may be installed 
over linoleum, rubber, or any type 
of top-covering and is especially de- 





sirable for use with plastic mate- 
rials. The frame is installed after 


all top covering materials have 
been applied, and the sink bowl can 
be removed at any time without 
damaging or altering the top cov- 
ering material. The Hudee System 
makes the sink bow] flush with cab- 
inet top—acts as sink bowl support 
—covers both sink bowl and cabi- 
net top. Standard stock Hudee 
Ideal Sink Frame sizes are avail- 
able for all standard types of flat 
rim sinks, including cast iron enam- 
eled, pressed steel, stainless steel 
and vitreous china. Write Walter 
E. Selck and Co., Dept. AL, 225 W. 
Hubbard St., Chicago 10, IIl. 





New Anchor-Bilt 
Collapsible Wardrobe 

A packaged sales item for over 
the counter sales is the new Ap. 
chor-Bilt collapsible wardrobe. | 
is all wood and comes packed com. 
plete with casters, shelf and pole. 
and lock and key in one carton, It 
is available unfinished or finished 















# 
¥ 4 





in maple, walnut or mahogany. The 
manufacturer says it is easy to 
handle, easy to store, easy to de- 
liver and easy to set up. It is re 
ported that less than five minutes 
are required to set up this ward- 
robe ready for use. No tools are re- 
quired. Only three simple steps are 
necessary—unpack, unfold and set 
up. Sturdily built of gum plywood 
with pine frame, this collapsible 
wardrobe is 36” wide, 221%” deep 
and 70%” high. Write Anchor 
Sales Corporation, Dept. AL, 5th 
Avenue at 38th St., Brooklyn 32, 
a Be 

























Let Ferguson demonstrate how well we can meet your needs in 


Southern Pine © 


Write, wire or phone 


Now in our 57th year 


W. T. FERGUSON 


LUMBER COMPANY 
ST. LOUIS |, MISSOURI 





Southern Hardwoods 
West Coast Woods 








Available for plain rail 
or double hung win- 
dows. 





CASH in on the SALES POWER of 
Vify Bronze Window Control Springs 


SELLS Right out of Display Box 
Now Retail at Only 25¢ Per Pair 


For new or old construction—can be installed without tools 
or nails in just 2 minutes. ) t 
Springs are excellent for low cost houses, tourist cabins, 
cottages, attics, garages, etc.—in double hung or sash rail 
windows. They eliminate sash cords, pulleys. No mortising 
or boxing. Made of special, durable spring bronze. Passed 
10 year tested by Armour Research Foundation. Over 
11,500,000 sold on “Money Back” Guarantee, 


Get Your Stock Today From Your Jobber 


LEIDGEN SPECIALTY CO. 


Oconomowoc, Wis. 












Jiffy Bronze Window Control 
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‘ MAKE NO MISTAKE ABOUT IT! iF YOU 


ARE ENJOYING THE TREMENDOUS IN- 
CREASE IN POPULARITY OF PRE- 
STAINED CEDAR SHAKES FOR USE ON 
EXTERIOR WALLS YOU MIGHT JUST 
AS WELL BE SELLING YOUR CUSTOM- 
ERS THE FINEST BRAND IN THE 
BUSINESS -AND THE FINEST 

BRAND IS COLONIAL CEDAR COMPANY 
FITITE SHAKES -THE ORIGINAL 
PROCESSED CEDAR SHAKE AND THE 
GRANDDA TILL 
DTM TAMA ATTN ANTTOMAT TAT TTTNRUTOT 
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LEADING ALL OTHERS IN QUALITY 
































OF MANUFACTURE, EXCELLENCE OF 
COLOR, FAIRNESS IN POLICIES TO 
THE RETAIL TRADE. YOUR REQUEST 
FOR FULL INFORMATION ON THE 
FITITE SHAKE LINE WILL BRING 

TO YOUR DESK SOME EYE-OPENING 
SAMPLES AND SALES HELPS FOR 
THE BEST EXTERIOR WALL YOU CAN 
SELL. ADDRESS: 


Witite 


SHAKES 


COLONIAL CEDAR 
COMPANY, INC. 
600 West Nickerson St. 
Seattle 99, Washington 
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Forecast for ’Fifty + + - 


“THE HINGE THAT A4ceLeo ITSELF” 
WILL Soe YOU THE WAY— 





Every year more and more architects, contractors, 
and builders are using an increasing number of 
soss Invisible HINGES. The time has come 
when no builder’s hardware line is complete 
without an ample stock of them. There is no 
substitute for the SOSS HINGE. It is the only 
hinge that is mortised in the door where it’s com- 
pletely hidden from view. This unique feature 
assures the smooth, flush, streamlined interiors 
that are so very necessary to really modern 
architecture. SOSS HINGES are nationally adver- 
tised in leading publications. The addition of 
SOSS HINGES, to your line, will definitely help 
increase your profit picture. Stock them—display 
them—and they’ll sell themselves. 


A mortising template is included with every 
pair of SOSS HINGES. This template assures 
fast, easy and simple installation. 


Write for FREE CATALOGUE that gives com- 


plete details and prices. 


IN VISIBLE 
HINGES 





“THE HINGE THAT HIDES ITSELF” 
ATTACH COUPON TO LETTERHEAD AND MAIL 


SOSS MANUFACTURING COMPANY 
21783 Hoover Road ° Detroit 13, Michigan 


Please send me FREE CATALOGUE with complete details and prices. 





NAME 
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Uses of Micarta 
for Kitchens 








The black portion of this dia- l 
gram shows how Micarta, a high- 
pressure plastic, can be used ad- 
vantageously in a modern kitchen 
and adjoining dining nook. Since 
the Micarta, made by Westinghouse 
Electric Corporation and distrib- 








































































































uted through lumber yards by plication and preference. There are 
United States Plywood Corpora- several simple treatments which 
tion, is already bonded to plywood, have proved to be entirely satisfac- 
the builder, carpenter and home tory including snap-on metal mold- 
craftsman need only to cut the ing, edging strips of solid wood or, 
panels to size and treat the edges. if preferred, an edge sealed with 
The panels can be sawed, planed or wood filler and stained and painted. 
drilled with inexpensive _ tools. Micarta is available in a new range 
Edge treatments depend on the ap- of sizes: 48” x 96” for walls, 
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Fir and Hi-Hemlock Dimension 


End-Matched Drop Siding, 
Ceiling, Flooring, D&M 


Western Red Cedar Bevel 
and Bungalow Siding 




















Mouldings, Trim, Boards 








» Quality Products fiom 3 Modem Mills 


Well-manufactured from logs from our own tree 
farms. Standard West Coast Lumber Bureau Grades. 
Our fine assortment of West Coast species will sat- 
isfy your most particular customer. Our end-matched 
stock is a real cost-cutter. Try us on your next order 
—straight cars—mixed cars. 700, ft. daily pro- 
duction. 


WILLAMETTE VALLEY LUMBER CO. 


DALLAS, OREGON 
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wainscots and general use; 30’ x 
96” for counterfronts, wide couiiter 
tops, sink tops with back splas)/es; 
30” x 60” for table and built-in 
dinette tops and 24” x 96” for 
countertops. Write United States 
Plywood Corporation, Dept. AL, 55 
W. 44th St., New York 18, N. Y. 


New Natural-Color Mortar Joint 
Insulated Brick Siding 

The Flintkote Company §an- 
nounces an addition to its exten- 
sive and popular line of insulated 
sidings in Natural-Color Mortar 
Joint Insulated Brick Siding. This 
new and attractive siding with its 
natural-colored mortar joints and 
new wire-scored-brick pattern pro- 
vides home owners with a _ neat, 
trim sidewall material that has the 
authentic appearance of real brick 
and mortar. The manufacturer 
emphasizes that Natural Color 
Mortar Joint Insulated Brick Sid- 
ing, like all Flintkote Insulated 
Sidings, offers home owners plus 
value in reduced fuel bills, painting 
and maintenance expense. Write 
The Flintkote Company, Dept. AL, 
30 Rockefeller Plaza, New York 20, 
N. Y 


Citation Dryers Are 
of Rugged Construction 
Citation Manufacturing Co. is 
producing a combination steel and 
hardwood indoor accordion type 
clothes dryer constructed “to ‘last 
a lifetime.” The sides are made of 
channelled steel which has _ been 
heavily plated for complete rust- 
proofness and stainproofness. The 
dowels are extra-heavy 5%” hard- 
wood and are completely staggered 
for scientific drying to prevent 
dripping on the clothes below. An 
important feature is that the dry- 
ers are built so that the dowels 
may be easily replaced at any time 







by the user if necessary. Citation 
dryers are available in two mod- 
els. The Derby which has a drying 
space of 43’. The Belmont has 
30’ of drying space. Both models 
are equipped with non-slip rubber 
feet and have been designed so 
that they can be set up in any bath 
tub. Write Citation Manufactur- 
ing Co., Dept. AL, 98 Cherry Lane, 
Floral Park, N. Y. 
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Through modern remanufacturing plants located in the heart of the 
Ponderosa Pine ‘region, Firpine is set-up to really give you service on 
millwork, mouldings, furniture dimensions and high grade lumber spe- 
cialties. 

Firpine also manufactures Ponderosa Pine lumber and wholesales all 
species of Western Woods—lumber, millwork, mouldings, cut stock and 


yn specialty items. 








d- | Consult us on your needs in Western Woods. 

7 s * OUR MOTTO: “If It’s Made of Wood, We Sell It.” 

ls . : 

+ 7 1 Propucts COMPANY 

30 i 

4 P. O. BOX 188 — OSWEGO, OREGON 
e, R. A. Holmes 


Cc. F. Mimnaugh 
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You Don't Have to 
Around the Answers in Your 
Head. 












The 2«cz Corner 


Try your hand at this week's 
Dealer Product quiz. Score 20 
points for each question answered 
correctly. Answers are given be- 
low, but don't peek. 


. How many sanding cuts are re- 
quired to finish an old hardwood 
floor? 


. What is the minimum roof pitch 
for asphalt shingles? 


. In brick veneer, how frequently 
are ties used to hold brick to frame 
wall? 


. When covering old plaster walls, 
with a panel wallboard, can it be 
applied directly on the old surface? 


. What is a knee wall? 


Here are the answers 


. Usually 3. First cut with #2 sandpaper, 
second with #'/2 or #0, third with #00 
or #000. 


See page 358 of your 1950 Dealer 
Products File 


. Any roof with a rise of 4 inches per 
horizontal foot or steeper. 


See page 380 of your Dealer 
Products File 


. Every 5th course and spaced every 3rd 
brick apart. 


See page 499 of your Dealer 
Products File 


. No. Furring strips, I'' x 2'' should be 
installed first at proper intervals to 
provide a nailing surface for the wall- 
board. 


See page 336 of your Dealer 
Products File 


. A low partition that supports roof 
rafters. 


See page 54 of your Dealer 
Products File 


* * * 


Carry 


They're all in your 1950 Dealer 


Products File— 


And with the new, complete 10 


second Index —the answer to 


any lumber and building prod- 
ucts question is always at your 
finger tips. 


Use Ut 
Every Day 











Special 42" Youngstown 
Kitchens Cabinet Sink 


This special 42” Youngstown 
Kitchens cabinet sink is being fea- 
tured by Youngstown dealers in a 
nationwide promotion. The unit is 
a combination of Youngstown’s 
standard and deluxe 42” models, 
having a single bowl, acid-resisting 
porcelain enameled top with either 
right or left hand drain board, one 
drawer, and two undersink com- 





partments, one with a shelf. The 
drawer has cutlery compartments. 
All doors and drawer fronts in 
Youngstown Kitchen cabinet sinks, 
base and wall cabinets are now 
made entirely from dies. The 
rounded contour of door and draw- 
er corners permits better applica- 
tion of paint, makes cleaning eas- 
ier, and prevents any danger of 
the homemaker snagging cleaning 
cloths or clothing on the more se- 
vere edges of brake made parts. 
Write Mullins Manufacturing Cor- 
poration, Dept. AL, Warren, Ohio. 


Residence Casement Window 
With Steel Outside-Inside Trim 


Combining complete outside and 
inside metal trim with the Fenes- 
tra residence steel casement and 
hardware, Detroit Steel Products 
Co. claims new features of ad- 
vanced design, easier installation 
and foolproof construction. Case- 
ment window, screen and storm 
sash have bonderized, prime 
painted frames and_ bronze-lac- 
quered hardware and screen cloth. 
Trim is galvanized and bonderized 
and consists of one-piece sections 
coped and fitted for secure attach- 
ment. Head members lap over jamb 
members making rigid and 
weather-tight connections. Head 
and jamb sections are 18-gauge, sill 
16-gauge, galvanized steel. Outside 
sill and inside stool project 34” 
beyond jamb members for better 
appearance and weathering. The 
new window unit, available in all 
Fenestra residence casement win- 
dow types and sizes, provides sim- 
plified, low cost installation of one 
complete assembly, with only the 
simplest rough opening prepara- 
tion needed. The same rough open- 


ing preparation is satisfactory for ~ 
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frame, brick veneer or _ stucco, 
Write Detroit Steel Products Co., 
Dept. AL, 3103 Griffin St., Detroit 
11, Mich. 


Two All-New "Silent" Sliding 
Door Hardware Series 


Grant Pulley & Hardware Co. in- 
troduces two all-new silent Sliding 
Door Hardware Series, both of 
which feature nylon outer race ball 
bearing rollers to prevent noise 
transmission. Whereas metal tends 
to wear out that part of the track 
on. which it rolls, nylon assures 
longer track life. The Single Track 
Series is for vanishing interior 
doors and for bi-parting closet and 
wardrobe doors up to 1%” thick- 
ness. Door is center hung, thus 
assuring a minimum of stresses, 
strain and friction. Hanger allows 
three adjustments. Three hanger 
types are offered. The Double 
Track Series is recommended for 
bi-passing doors. The double track 
arrangement greatly simplifies slid- 
ing door installation, therefore re- 
duces job expenditure. For an 


eight-page catalog sheet containing 
prices write Grant Pulley & Hard- 
ware Co., Dept. AL, 33-34 57th St., 
Woodside, N. Y. 
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- & If you want prompt shipment and good lum- 


FF wi om ‘ Ms} Ly ber of uniform grade and accurate manufac- 
NS PMLA N. Yas P ture, we want your business. Here at Tarter, 
) 2 Ps , 4 F « Webster & Johnson, you are served by eight 
modern sawmills and our.complete wholesal- 

ing facilities. 
Ponderosa Pine, Sugar Pine, White Fir, Douglas 


Fir, Incense Cedar; also Pine doors, Pine and Fir 
mouldings, Pine plywood, cut stock. 


TARTER. WEBSTER & JOHNSON, INC. 


1 Montgomery Street - 4am P. O. Box 1731 
SAN FRANCISCO 4, CALIF. (? ‘| STOCKTON, CALIF. 
DOuglas 2-2060 * Teletype SF 531 RB § Stockton 4-4563 * Teletype SK 2 
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White River has vast timberlands to continuously supply quality saw logs to produce qual- 
ity lumber. 

White River is a forward-looking organization in forest management policies. To produce 
quality lumber from quality logs requires careful manufacture, seasoning and grading. 
You can depend on White River for fine Douglas Fir and West Coast Hemlock lumber to- 
day and for your needs in the future. 


WHITE RIVER LUMBER «isicers 


Branch ef Weyerhaeuser Timber Company 
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SASH BALANCE 
and 


WEATHERSTRIP 


- Available 
with or without bronze covers that completely 
hide spring, as shown above. 


PERMITS REMOVAL OF 
SASH WEIGHTS, INSULA- 
TION OF MULLIONS. 


Slash Labor Costs 


Simple installation allows one man to 
easily install 30 or more windows in 8 
hours. No high-priced skilled labor needed. 
This means you can get more satisfied 
customers at lower cost ... higher profit! 


“Tops in Operation { 


Smooth, positive action; accurate balance; 
finger-tip control plus the perfect seal 
against draft, dust, moisture. No wood-to- 
wood contact. Prevents sticking windows 
and window rattle. 







EFFICIENT (739777 
Low 
COST 


FOR OLD 


Sai edie OR NEW 


ATTENTION MILLS AND LUMBER YARDS 
IDEAL FOR PRE-FIT WINDOWS 


Can Also Be Sold in Single Unit Packages 


Mail this coupon today! 


Milwaukee Strip Service, Inc. 
4621-23 W. Lisbon Ave. 
Milwaukee 8, Wisconsin 


Please rush me folder L-6 and price list of 


Milwaukee Combiration Sash Balance Weather 
strip. 
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New Curtis Kitchen 
Cabinet Portfolio 


The new Curtis Kitchen Cabinet 
Portfolio is just off the press. “Most 
remodeling jobs,” according to the 
portfolio, “begin in the kitchen—and 
that means a _ tremendous kitchen 
market among the 16 million old 
homes in need of modernization.” A 
complete Curtis kitchen sales plan is 
outlined in the new portfolio “to put 
the dealer into this kitchen business 
in a big way.” For details covering 
the company’s sales plan and copy 
of the new portfolio, write Curtis 
Companies Service Bureau, Clinton, 
Iowa. 





CURTIS OFFERS YOU A COMPLETE PLAN 
FOR BUILDING SALES 


IN THE HEART OF THE HOME 


‘TEE ERAPT OF TEE BOG IS THE KITcems .. .. 





ORE RATICRAL ADVIPTISDW..., 


We COLGR - BR APPHAL.... 


SeACES TOR PORAL CORTES, TOO..., 





KITCHEN PROGRAM IN CURTIS HISTORY! 





Keystone Aluminum 
Frameless Tension Screen 


New features and improvements 
have been made in the all aluminum 
Frameless Tension Screen manufac- 
tured by Keystone Wire Cloth Co. 
Designed for double hung windows, 
the new screen can be quickly in- 
stalled by home owner without tedi- 
ous fitting. A simple width and 
height measurement given to the 
dealer, insures screens of proper 
size. Screens are easily attached 
on upper blind stop with simple 
sliding fastener and drawn taut at 
sill with simple tension screw. No 
bulky hardware is attached to win- 
dow sill—just one small bracket for 
each fixture. Tension is maintained 
on sides by a five strand selvage 
edge, and a special “free floating” 
sill bar at bottom corrects out-of- 
square sills. Sales points, according 
to the manufacturer, are ease of 

















installation, no rust or staining, no 
painting or upkeep, easy storage, 
neat appearance and low original 
cost Write Keystone Wire ( loth 
Co., Dept. AL, Hanover, Pa. 


Temboard in Short Sizes 


One-quarter inch Temboard jy 
short sizes, designed specifically for 
underlayment to receive linoleum, 
asphalt tile, and other resilient 
floor coverings, has been added to 
the Armstrong Cork Company’s 
line of hardboard products. The 
14’ Temboard is available in 4’ x 3’ 
and 4’ sizes with the back planed 
to eliminate screen marks and to 
insure uniform thickness. These 
short sizes are designed to prevent 
buckling from expansion and con- 
traction with: changes in relative 
humidity. The %4” Temboard is 
easily nailed and readily conforms 
to irregularities !n the sub-floor- 
ing. Armstrong also is marketing 
the 4” Temboard in_ standard 
4’ x 8’, 10’, and 12’ sizes. When 
adding the 44” Temboard to its 
hardboard line, the company 
dropped the short sizes of 3/16” 
Temboard. Write Armstrong Cork 
Company, Dept. AL, 4706 Stevens 
St., Lancaster, Pa. 


The 5-Way All-Purpose 
Safety Ladder 


The 5-Way Master-All all-pur- 
pose safety ladder is_ specifically 
designed to provide the tradesman 
and home owner with the proper 
ladder for every ladder require- 
ment. It’s a stepladder, an exten- 
sion ladder, a stairway ladder, two 
individual ladders, and a scaffold 
base, wherever light scaffold is 


needed. The ladder is easy to op- 
erate—no 


tools Pail 


GEE” 


required. 




















hangers are lanced from ear on both 
sides to provide perfect place for 
hanging pails and buckets; heavy 
metal trusses and 3/16” steel rods 
reinforce and _ strengthen’ each 
tread. The treads are traction 
grooved for safe, non-slip standing 
surface. Spread is designed to per- 
mit the use of a 12” plank through 
the ladder at any point. Write Lin- 
coln Manufacturing Company, Inc., 
Dept. AL, New Windsor, Md. 
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CHECK FIDDES-MOORE 7exoz 


| FOR YOUR SUPPLY OF: 


% PLYWOOD Al types and sizes, 
hardwood and softwood, for interior 
and exterior use . . . Direct mill ship- 
ment in carload lots. 


1% LUMBER Finest West Coast Forest 
Products in carload lots .. . Idaho White 
and Ponderosa Pine, Douglas Fir, Hem- 
lock, Spruce and Red Cedar in boards, 
lumber, shingles, siding and specialties. 


7% DOORS Complete stocks of Doug- 
las Fir Doors ... modern flush doors in 
beautiful birch and Philippine Mahog- 
any... Ask for quotation on carload lots. 


\% SPECIALTIES Nationally advertised 
Armstrong products . . . Johnson Rub- 
ber Tile .. . Panelyte Plastic Laminates 
...Mengel Flush Doors and Paneling... 
Baylaun Philippine Mahogany. 


Send for PLYWOOD AND LUMBER CALCULATOR... 
Handy ‘'‘slide-rule’’ of measurement and prices. 


FIDDES-MOORE & CO. 


4950 STATE LINE AVE., HAMMOND, INDIANA 
Phones: SOUTH CHICAGO 8-9223 (Chicago) RUSSELL 2350 (Hammond) 
Fort Wayne, Indiana * P, 0. Box 839 © Telephone: Harrison 1285 








It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 


Prompt shipment of most 
sizes and grades. 


Send us your inquiries. 


THE OZARK OAK FLOORING CO. 


BISMARCK, eS 


MISSOURI 
BUILDING Propucts MERCHANDISER 


EW PROFITS 


for Lumber Dealers! 


WITH THE 


100% SANITARY 
100% WATERTIGHT 
EASILY INSTALLED 
COMPLETELY SELF-SEALING 


The Finest Sink Rim in the World! 


HOW IT WORKS... HUDEE Frames can be installed on the 
job or in the shop with equal efficiency. It is installed after all 
top covering material, plastic laminates or linoleum, has been 
applied—without rabbeting, scribing or special tools. HUDEE 
Frames are available for all types of flat rim sinks with round 
or square corners and for any type of wood. HUDEE'S easy, 
patented method of installation assures a watertight job, yet 
the sink bowl can be removed at any time without damaging 
the top covering material. It is time-saving and money-saving. 


ITS ADVANTAGES TO YOU. . . In addition to its easy- 


to-install feature, HUDEE gives you a big sales advantage. 
When a customer asks, "Can you install a sink top that is 
watertight?", you can confidently GUARANTEE your installa- 
tion. You can use HUDEE features as a leader in your sales 
of sink cabinets, sink tops, and. complete kitchen remodeling 
jobs. You can profit with HUDEE "ALL-WAYS", sell them— 


install them! 
DISTRIBUTORS IN ALL TRADING AREAS 


Investigate Now! For the complete story of the 
Hudee Ideal Sink Frame System write today to 


Welbis ESekh ankle: 


MANUFACTURERS AND DISTRIBUTORS 





225 W. HUBBARD STREET ° CHICAGO 10, ILLINOIS 












MIXES IN COLD WATER! 


CONSUMERS 
PATCHING 
PLASTER 


- - - for cracks, holes 









































and general repair 














Famous for 
QUICK SALES 
because it... 





























. Needs no sizing. 


. Mixes white in cold water. 


. Will not check or shrink. 


1 
2 
3. Knits quickly to old plaster. 
4 
5. Does not peel or crack. 


@ Available in 1, 2% and 5 |b. cartons; 


2, 5, 10, 15 and 50 Ib. paper bags; 100 
and 300 Ib. drums. 


— 


ORDER FROM YOUR WHOLESALER 
OR DIRECT FROM US 
























































CONSUMERS GLUE CO. 





1S1S N. HADLEY ST. ST. LOUIS 6, MO. 


OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufactu rers of 
WOUDWAY 


@ VENETIAN BLIND—SLATS, 
RAIL & FASCIA 

@ MOULDINGS—ST’D & SPEC. 

@ FURNITURE DIMENSION:: 

@ GLUED-UP STOCK 

@ COMMERCIAL KILN DRYING 

@ CUT STOCK 

*@ READY-TO-ASSEMBLE 





























































































psn SPECIALIZE IN BASS. 
A. ag AND PONDEROSA 

; OTHER NORTHERN 
HARDWOopsS AVAILABLE. 













WOODWAY qualit 
means 
Extra Profits 
for YOU 


“The Good Way to Buy 
« EON 


































Rain-L-Flo Tube Ends 
Gutter Cleaning 


_The Rain-L-Flo Gutter Tube, de- 
signed solely to keep roof gutters 
working properly, forms a tunnel 
running the entire length of the 
gutter, The tube is installed by 
simply laying it along the gutters 
and pushing the ends together. It 
measures 32” in diameter and is 
suitable for any type galvanized 
steel, copper or wooden gutter. 





s 
4 : oer 
wR: 
eae es me oF . 


Since the tube is made of fine mesh 
bronze screen, no leaves or pine 
needles can pass through the mesh 
although water flows through it 
freely at all times. The tube has a 


full-length internal brass spring 
for greater strength and there are 
no moving parts to wear out or get 
out of order. It may be easily lifted 
out when gutters are repainted. 
The Rain-L-Flo Gutter Tube is said 
to quickly pay for itself by elim- 
inating wet basements, stained 
siding, erosion, ruined woodwork 
and the necessity for gutter clean- 
ing. Write Wynnco Products Corp., 
Dept. AL, 344 Luckie St., Atlanta, 
Ga. 


Johnson's Wax Announces 
New Floor Machine 


An all-purpose floor maintenance 
machine to solve floor care prob- 
lems peculiar to moderate-sized of- 
fices, shops, and plants was. an- 
nounced by S. C. Johnson & Son. 
Besides polishing and scrubbing, 
the Super 12 will sand, steel wool, 
and wax floors of all kinds with the 
aid of several. instant-change ac- 































cessories. The motor and brush 
housing is a single all-alum num 
casting. This affords prot: cteq 
gear operation with less danger of 
fouling and also gives greater 
splash protection. The Super 12 
has two non-marking, steel-rein- 
forced special plastic bumpers in- 
stead of the customary single, low 
bumper. Another feature is the 
patented, self-leveling finger spring 
brush brackets which provide even, 
uniferm scrubbing and _ polishing 
operations over rough or uneven 
floors. Write S. C. Johnson & Son, 
Inc., Dept. AL, Racine, Wis. 


R-V-Lite Introduces Two 
New Types of Window Materials 


The new 700-W R-V-Lite is an- 
nounced as the first 4 x 4 mesh 
aluminum wire reinforced window 
material. This mesh is sealed be- 
tween 2 layers of cellulose acetate 
plastic film. It is priced lower than 
the old 300-W type with 6 x 8 
aluminum mesh. Both use corro- 
sion-proof aluminum for sturdiness, 
yet offer the advantage of extreme 
light weight. Storm sash or hot 
and cold bed frames of either the 


No.800-CW 
14 MESH STEEL 


WIRE 


REINFORCEL 




















300-W or the new 700-W are ex- 
ceptionally easy to move or lift. The 
other new addition to the line is the 
800-CW. Its extreme sturdiness, 
combined with semi-rigid construc- 
tion, fits this new material for par- 
ticularly hard-working installations 
such as storm doors, farm animal 
building doors and partitions, 
barns, garages and sheds. Its gal- 
vanized steel wire mesh (14 x 14) 
coated with Tenite plastic, cuts 
easily with ordinary scissors. Write 
Arvey Corporation, Dept. AL, 3462 
N. Kimball Ave., Chicago 18, IIl. 
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Pullman Sash Balances are better 
. more economical for builders 
than windows having weight boxes, 











OAK * BEECH & PECAN sash weights, chains, cords and pul- 
rial leys. Installation is fast. Little on- 
rials a : the-job carpentry work is required. 
3 an- Top-quality flooring—carefully manufac- Thus labor costs are low. Pullman 

Balances are a sales aid to lumber 
mes i. 4 Ps 
. “ tured, scrupulously graded. dealers selling prefabricated win- 
1 “ dows and Pullman Balances asa unit. 
e- ; 

etate Also Band Sawn Hardwoods 
than THE ONLY BALANCE WITH 
x 8 Modern Dry Kilns, Planing Mill, Oak A LIFETIME GUARANTEE 
orro- Flooring Plant Every Pullman Sash Balance is guaranteed against 
ness, imperfect workmanship or material during the 
reme lifetime of the building in which it is installed. 
hot Send us your inquiries. WRITE FOR LITERATURE 





* the 





MOBILE RIVER SAW MILL CO., Inc. | PULLIA MANUFACTURING. CORPORATION 


ROCHESTER 5, N.Y., U.S.A. 
MT. VERNON, ALABAMA gee . 

















ti, | | Sheviin-McCloud 


WHITE PINE | Lumber Co. 
NORWAY — 











Distributors of 


EMEVLIN PINE 


PONDEROSA PINE 
SUGAR PINE 
DOUGLAS FIR 
WHITE FIR 




















ex- . 
The sina Selling the Products of: 
; the Oe ie PMH 
1ess . mine THE McCLOUD RIVER LUMBER CO. 
ruc- % ' McCloud, Calif. 
=i THE SHEVLIN-HIXON COMPANY 
imal : Bend, Ore. 
ions, MEMBER EXECUTIVE OFFICE 
gal- $ Western Pine Association 900 First Nat'l-Soo Line Bldg. 
14) West ser ate Pine ood tiation MINNEAPOLIS 2, MINN. 
= Sales Office: District Sales Offices 
Yr. B ‘ istri a 
62 020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. seis deities ates adh Chicage 1 
1. rq Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont 

br 
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Mullins Enters Electric 
Dishwasher Field 


Almost unveiled—but not quite—is 
this new Youngstown Kitchens dish- 
washer being inspected at a meeting 
in Salem, Ohio, recently where the 
Mullins’ 64 distributing firms were 
given a preview of the machine and 
were shown the merchandising and 
advertising program which will back 
it when it appears on the market in 
September. The machine is said to 
operate on a new dishwashing prin- 
ciple that is quick and extremely 
effective. 

The units began coming off the 
new production line at the company’s 
Salem, Ohio, plant in June. President 
George E. Whitlock said the firm is 
spending more than $1,000,000 for 
new dies and equipment and in re- 
modeling 64,000 square feet of factory 
space for production of the units. 

Mullins recently reorganized and 
enlarged its Youngstown Kitchens field 
sales force in anticipation of enter- 
ing the dishwasher field. Five sales 
zones were created, each headed by 
an experienced sales manager. 





Left to right are D. F. Rucks, Jr., assistant 


sales manager of Mullins; Julian 
Schwander, president Schwander Appli- 
ance Co., St. Louis; Harry M. Hecka- 


thorn, executive vice-president and 
George E. Whitlock, president of Mullins; 
Robert Sweeney, vice-president and gen- 
eral manager Buhl Sons Co., Detroit: 
Charles A. Morrow, Youngstown’s vice- 
president in charge of merchandising; 
Peter Sampson, general manager the 
Sampson Co., Chicago; and J. A. Rishel, 
Je. manager appliance sales for Mullins. 


Advertising Themes Announced 
for Mastic Tile Corporation 

One of the themes of the adve:tis- 
ing of the Mastie Tile Corporation of 
America, Newburgh, N. Y., for com- 
ing issues of publications in the build. 
ing and trade fields, will be the recent 
contract with Levitt & Sons, Amer. 
ica’s largest builders of private 
homes, for the use of its product— 
Matico asphalt tile flooring—in every 
room of the 4,428 homes under con- 
struction in Levittown and Roslyn, 
Long Island. 

Also featured in similar publica- 
tions in subsequent months will be the 
new Matico “Lay It Yourself” method 
highlighting current merchandising 
plans including self-installation — in- 
struction manuals, a self-tabulator for 
estimating tile quantities, complete 
tool kit for installation, point-of-sale 
aids, displays, detailed color charts 
and related material. 


New Western Pine Publication 
Schedule Issued 

Issuance of a new Schedule of Pub- 
lications, P. L. No. 22 dated April 1, 
1950, was announced by the Western 
Pine Association. Listing seven new 
publications, the schedule contains five 
8% x 11 in. mimeographed pages and 
an order blank. Four publications have 
been dropped from the previous sched- 
ule published on January 1, 1950. 

Seventy-four publications of con- 
sumer, sales and technical interest are 
listed. Copies may be secured with- 
out charge from Western Pine As- 
sociation, 510 Yeon Building, Port- 
land 4, Ore. 
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Manufacturers of Band Sawn 


NORTH CAROLINA PINE 
SOUTHERN HARDWOODS 


End-Matched PINE, OAK, 
MAPLE AND GUM FLOORING 


Modern Moore Kilns — Planing Mill Facilities 





Pine Sold Delivered. 





RL 8toi6 


Above prices for Straight Cars 
Add $1 MFt for 2to4 items 


FLEMING LUMBER COMPANY, Columbus, Ga. 


Refer to List AL-602 
Birmingham, Ala. 


Yellow Pine FOR SALE Hardwoods 


Prompt Shipment, Prior Sale, Subject to Market Changes, Fob Mill less 2%. 
Phone your Local Freight Agent for rate from Georgla- 
Main-Line (Group G-5) and use SPA weights shown for Delivered Cost. 
Hardwoods sold Fob Mill less 2%. 
and NHLA Rules. You are assured Good Quality 
#2Com&Btr ADYP 34” F 


ull protection Guaranteed under SPA 
every respect. 
AD POPLAR, RW&L 8tol6’ 


5 CL Ix 4 S4S 234 $60 5 CL 4/4 #2B Rgh/S28 

8 CL Ix 5 S4SorCM 23-21# 66 5 CL 4/4 #2A Rgh/S2S 

8 CL Ix 6 S4SorCM 23-214 76 4 CL 4/4 #1C&Btr se 
7 CL Ix 8 S4SorSL 23-224 78 9 CL 4/4 #2B&Btr (LogRun 

6 CL Ixi0 S4SorSL_ 23-224 76 $50-70-113- ha0- 150 
5 CL Ix! 78 Approx: 20-35-35-10% 
#2Com&Btr ADYP 30/40% 14x16 

9 CL 2x 4 S4S Std 25% $60 GUM—MIXED 

5 CL 2x 6 S4S Std 25+ 73 8 CL 4/4 #2Com Rgh/S2S $45 
pr Resssun: | f 

5 x 

4 CL 2x12 S48 Std 262 7 Write for prices other stock. 


Pine Sold Delivered SPA Weights. 
Hardwoods Sold Fob Mill. 


“Our Phone’ 3 3-772! 


Branch omce t mg oF Powderly, Phone 8-1548 












TODAY write 
for folders and 
complete infor- 
mation. DO IT 
NOWI!!!! 







ON 


otis 5 


Sele 
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$4 Bromens 





MAKE MONEY 


YES ... LOW- 
EST POSSIBLE 
PRICES to net 


you attractive 






ON profits .. . on 
NEWMAN non- 

ALUMINUM ferrous railings, 
AND gates, grilles, 






doors, en- 
trances, tablets, 
letters, etc. ... 
famous for 
finer quality 
since 1882. 


BRASS RAILS 














MILEY. SOUTH CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 





NEWMAN BROTHERS, Inc. 


Dept. A-L_ Cincinnati 3, O. 
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SINCE 1919... 
the first and 
finest in 

finished oak 
flooring! 


* 
PRE-FINISHED OAK 


HARDWOOD FLOORING en Yo"%2" & VY" and 25/32"%2%4" & TY”. Rich, gleaming twilight 





A ‘ ‘i > tone finish is “ironed into the wood" on CROMAR'S exclusive sub- 
Conveniently machine packaged in steel-strapped ivayNiae surface process. Self-leveling joint. Nail holes machine-punched. 
bundles. Prompt shipment on most grades. PHONE os 


WILLIAMSPORT 4181, wire or write... ' UNFINISHED OAK & HARD MAPLE 
THE CROMAR COMPANY 25/32"'x2'/4" & 1'/2". Straight line, top quality, standard matched. 


SUSQUEHANNA ST. WILLIAMSPORT, PENNA. Well manufactured from Appalachian Oak and Hard Maple, 
carefully graded. 











‘t you rather sell THE wall tile 
that’s guaranteed and bonded? 


STEEL WALL TILE 


is the only tile guaranteed and bonded! 


(backed by NATIONAL SURETY CORPORATION, with surplus to policy holders in excess of $21,000,000) 
OHIO CAN & CROWN CO., MASSILLON, OHIO 





i SCHUBERT 
Makes Pickets Picket Cutter 


at Low Cost 


Points 200 to 250 15%" to 354"" width pickets per hour ear after year use. 24'' high. Hand operated. 30"' 
with planer-smooth finish. No sanding required. fone handle provides easy leverage. Anyone can 
Adjusts to cut any degree of sharpness or bluntness operate. Enables you to utilize odds and ends of 
of picket point. Light enough to carry to stock pile lumber profitably. Seven day delivery. Send today 
—wt. only 38 Ibs.—yet strong and durable enough for for literature. 




















Net price $52.50 f.o.b. Wilmette, Illinois (Where state sales tax applies, add tax.) 


H.A.SCHUBERT co. WET bb ab ines 
1 WAWAANET3 bb aten de) ca. Gu Wilmette, Illinois 





PONDEROSA PINE 


made MAK = High Altitude, Soft Textured Growth 
NYS | 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 
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LUMBER 


Wholesale 


West Coast Douglas Fir 


Dimension and Uppers 
e 
Specializing in Mixed Cars 
a 


Remanufacturing Facilities 
with shipment by 
water, rail and truck 


Send us your inquiries 
for specialties 





Timber Structures, Inc. 


P. O. Box 3782-S, 
Portiand 8, Oregon 
























AETNA PLYWOOD & VENEER COMPANY 


1732 N. ELSTON AVENUE, CHICAGO 22, ILLINOIS 
Phone: ARmitage 6-7100 — Teletype: CG305 
HOUSES: Grand Goats, Rockford, | Indlenapells. 


Signode Opens New Warehouse 


Signode Steel Strapping Company 
has expanded its west coast facilities. 
The company’s Los Angeles offices, 
under management of Joseph Beck- 
man, were moved recently to 659 E. 
Gage Ave. One reason for the move, 
Mr. Beckman said, was to provide 
more warehouse space to accommo- 
date the complete Signode line of 
steel strapping, tools and equipment 
in sufficient quantity to assure prompt 
delivery service. 


Movie Playlets Demonstrate 
to Sell Westinghouse 


Twenty-one movie playlets of major 
appliances for use by retailers have 
been announced by the Westinghouse 
Electric Appliance Division, Mans- 
field, Ohio. These films are designed 
for theater advertising throughout 
the nation as part of regular theater 
performances. One-third of each 
playlet is devoted to the local dealer’s 
name, address and slogan. 

The 40-second films illustrate the 
use of Westinghouse appliances and 
demonstrate top sales points. There 
are five on refrigerators, four on 
ranges, two on the home freezer and 
three each on water heaters, Laundro- 
mats and clothes dryers. One film 
is available on the Laundromat and 
Dryer “twins.” 

The present Westinghouse cam- 
paign covering a full line of appli- 
ances grew out of an experimental 
campaign launched in March, 1949, 
on Laundromats only. The original 
Laundromat playlets were an adapta- 
tion of films created specifically for 


television. United Film estimate. the 
Westinghouse sales message ha® al. 
ready reached 55,845,000 listeners. 
Westinghouse movie playlets are 
available through the following film 
distributors — United Film Service, 
Inc., Kansas City, Mo.; Alexander 
Film Company, Colorado Springs, 
Colo.; A. V. Cauger Service, [ne,, 
Independence, Mo.; Motion Picture 
Advertising Service Co., Inc., New 
Orleans, La.; and Reid H. Ray Film 
Industries, Inc., St. Paul, Minn. 


TEMPORARY CLOSURES MADE 
WITH MASONITE PANELS 


Following the devastating explosion at 
South Amboy, N. J., many of the mer- 
chants were able to resume _ business 
promptly by making temporary closures 
of window frontage with panels of Ma- 
sonite tempered Presdwood. Local lum. 
ber dealers supplied upwards of a carload 
for this purpose to business establish- 
ments, home owners and others. The 
store shown is located in nearby Perth 
Amboy. 








ri st. 





E 
ICES: Detroit, Mi 





, Indianapolis, Marion, West Lafayette. 


Sel€ Multiple-Use PLYFORM for more profits 


Stock up NOW for Spring-Summer Building 


New Plyform, the improved concrete form panel, gives 
smoother, fin-free surfaces and increased multiple uses. 
Large labor-saving sizes—4’ x 8’—available in 12”, 5%”, 

= 34—Interior and Exterior— 
all panels oil-treated, edge- 
sealed... 
ment. 


Write for FREE folder “New 
Plyform” showing pictures 
and extensive test details. 





immediate ship- 



















We're Branded . . 
and proud of it! 








Look for this mark of quality 


T. R. MILLER MILL CO., INC. 
ALABAMA 


mak WT © W.., 














PINE AND HARDWOODS, WIREBOUND BOXES AND CRATES. 
PRESSURE TREATED LUMBER, TIMBER AND POLES. 












SECOND GRADE 
MAPLE FLOORING 





25/32 x 112" 


Here’s an opportunity for, you to cash in 
on today’s demand for economical floor- 
ing for today’s low-cost housing. This 
durable flooring is also excellent for fac- 
tory, warehouse, institutional flooring. 
Standard manufacture. ° 


WRITE — WIRE — PHONE 





j. w. WELLS Lumser co. 


Menominee, Michigan 


Phones: 3633 & 6400 
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‘Tem Cer Con Cate ae Se FINER FINISH SANDING 
te Anything on AT A NEW LOW PRICE! 





al- 

les, 
iS . ees 
ac West Coast Woods | 2:2: Ire. 
ervice, aaron tees DREMF ede 
meal Manufacturers of: . L Elect A A N D ER 
i Ine, Mouldings —— eo <——, fai 

‘aa Furniture Dimension $2450 hem ~2a 

New _ . 

Film Glued-Up Stock emit STEEL | . oe ia 

Industrial Shook ano COMPLETE 4 
AADE Venetian Blind Stock © 
LS Ready-to-Assemble 14,000 
Furniture Parts SANDING 


; — STROKES 
in fact, Anything in PER 
West Coast Woods! MINUTE 


Send us your inquiries for 
PONDEROSA PINE, SUGAR PINE, ~ 
INCENSE CEDAR, DOUGLAS en ' : SELL THIS 
AE rene (Patented) TOOL TO HOME-OWNERS 


@ Only Two Moving Parts — CRAFTSMEN AND BUILDERS 


Never Needs Oiling — Uses The new Dremel Medel 2000 is a fast- 
110-120 v. A.C. ‘ cutting, finish sander. It offers for 
@ Easy to Use — No Bearing the first time in the building field, a 
age Se oo Use top-quality electric sander at a re- 
oesn ire Operator. markably low price. Truly a versatile 

a let A ae — performer, it sands dry-wall joints, 
ay" x 7”. a smooths plaster, puts a satin-like fin- 
ish on doors, woodwork, siding, etc. 
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on at Re ae Preet pa ee trouble-free de- 
f 1635 Dierks Buildi .  sign—plus low initial purchase and 
Pres log: Fog 443 i — oo Me rt ted cost mean real profit Seant- 

88 Yj Kansas City 6, Missouri egy for your business. Write ‘today 
>sures a ; , or dealer discounts. 

: PLEASE DIRECT ALL INQUIRI " 
fre TO ANDERSON, CALIFORNIA “So DREMEL MFG. CO., 2424 18th St., Racine, Wis. 
irload Sawmills: Canby, Calif., and Anderson, Calif. EVERY BUILDER NEEDS... EVERY BUILDER CAN AFFORD 
blish- Remanufacturing Plant: Klamath Falls, Oregon Sat THE NEW DREMEL ELECTRIC MODEL 2000 SANDER 

The Box Factory: Alturas, Calif. 
Perth 
C BSRANO 2 MADE OF 
| FIBERGLAS 
} : ' A ' C OWENS-CORNING FIBERGLAS CORPORATION 
HARDWOOD FLOORING ||. | erste | 
s e 
| = eid improved 
oak In straight cars or mixed with air L BL A KET 2] ACK AGE 
dried Yellow Pine Boards and ao 
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@ 25% longer roll, uniformly 


beech Dimension. Best of manufacture. la —- : 
Satisfaction that will bring you ane Tes Sree f salle tandaitaion to handle in less 


pecan back for more. HANDY FORMS warehouse space. 


® Better vapor barrier of stronger 


ash * d , ee = POURING tougher paper. 


prompt attenti: need: ay WOOL @ Less fitting and cutting. 
- ad rer weer P : @ Easier . . . faster to install. 


phone or write @ No bags or cartons to discard. 
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‘|| | Miller & Company, Inc. ||| = =~ 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 
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Over 300 wholesalers, special guests, 
and Armstrong field men gathered in 
Lancaster on May 25 and 26, to at- 
tend the third annual convention of 
Armstrong Cork Company’s building 
materials’ wholesalers. 

The action-packed program, aimed 
at cementing even stronger coordinat- 
ing and cooperating bonds between 
dealer, wholesaler, and manufacturer 
in the sale of Armstrong building 
products, featured addresses, discus- 
sions, and dramatic presentations of 
merchandising, advertising, research. 

Highlighting the meeting was the 
announcement by J. V. Jones, man- 
ager, Lumber Dealer Products De- 
partment of a program of price pro- 
tection designed to safeguard Arm- 
strong wholesalers against inventory 
depreciation in the event of future 
price reductions. The new plan will 
protect the wholesaler against de- 
creases in prices by refunding to him 
75% of the reduction applied to 
stock that has been purchased during 
the preceding 12 months. Unfilled or- 
ders or goods in transit at the time 
of a price decrease will be billed at 
the reduced price, Jones said. 

The products covered by the price 
protection plan are Temlok fiberboard 
products, Monowall, and Cushiontone 
Acoustical Material. 

“Armstrong is making this move,” 
Jones stated, “because we feel that 
removing the major hazard connected 





Armstrong Cork Holds Third Annual 
Wholesalers’ Convention 


with price reduction will bring about 
the maintenance of better stocks in 
wholesaler warehouses and the com- 
pany can level out more advantage- 
ously the peaks and valleys in factory 
production. If your orders can flow 
into us steadily as you build stock 
during the low periods—then we can 
operate more efficiently.” 

Four new members of the Whole- 
salers’ Policy Committee were elected 
at the final session, one for each of 
the geographical sections of the coun- 
try. They are W. C. Gibson, Dalton 
Wholesale Supply Co., Glendale, N. 
Y.; Walter G. Meyer, W. H. Pipkorn 
Company, Milwaukee, Wis.; George P. 
Rummel, U. S. Mengel Plywoods, Inc., 
Houston, Texas.; and T. J. Jones, Pa- 
cific Yard Service, Portland, Ore. 

One of the features of the two-day 
program was a preview and explana- 
tion of Armstrong’s new half-hour 
television show, Armstrong’s Circle 
Theatre, which started June 6 on the 
NBC Network. By means of a tele- 
vision stage, and the use of actors, 
cameramen, directors, technicians and 
stage hands, sample Armstrong build- 
ing materials commercials were en- 
acted on the stage; television cam- 
eras picked up the action and the 
various scenes appeared on television 
receivers located throughout the au- 
dience. Cameron Hawley, Director of 
Armstrong’s Advertising and Promo- 
tion, and Max Banzhaf, Manager, 
Building Materials Advertising, ex- 









plained Armstrong’s advertising pro. 
gram and how the new television s iow 
fits into Armstrong’s general ad er. 
tising plans. 

Addresses were also presented by 
C. J. Backstrand, newly elected Avm- 
strong president; H. W. Prentis, Jr,, 
former president, now chairman of 
the board; H. R. Peck, vice-president 
and general manager, Building Mate- 
rials Division; A. E. Pearce, assistant 
general manager of the Division; J. V. 
Jones, manager, Lumber Dealer 
Products Department; W. E. Hoadley, 
company economist, and D. S. Miller, 
manager, Promotion and Sales Train- 
ing, Building Materials Division. 


Canadian Institute 
of Forest Products 


This new society will be mainly con- 
cerned with research and development 
in sawmilling, timber construction, 
plywood and veneers, furniture and 
other secondary wood industries, fibre 
and insulating board, wood preserva- 
tion, utilization of wood waste, and 
chemical products from wood. 

Officers are: President, J. W. B. 
Sisam, Toronto, First vice-president; 
T. A. McElhanney, Grimsby. Second 
vice-president, A. D. Macpherson, 
Montreal. W. Forbes LeClair, 27 
Goulbourn Ave., Ottawa, is secretary 
of the Canadian Institute of Forest 
Products. Other members are: Loren 
Brown, Montreal; A. R. Colman, 
Montreal; W. J. LeClair, Ottawa; J. I. 
Risi, Quebec; K. O. Roos, Tee Lake, 
P. Q.; H. E. Videto, Fredericton. 





Gives Siding Jobs Improved 


Protection and Appearance 








tails write 


On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
zine corner strips . . . Made of 
oxidized zinc . 
Lengths suitable for any’ ‘Asbestos 
Siding Shingle. For complete de- 


BUGHER MANUFACTURING CO. 
211 South Main Street, Kokomo, Ind. 








. - will not stain. 











THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 
Rainelle, W. Va. 











YOUR COMPLETE NEEDS 
IN SAWMILL MACHINERY 


Band Mill carriages . . . edgers . . . Portable Mills 
. .. Log stop and Loader .. . Shotgun steam feeds 
. . . Automatic feed table for planing mills. Write 
for catalog and ‘Power House’. 








ae LLL 


MACHINERY 


TANNEWITZ on tc: 


for Swing Saws 


SAVES 


30 Days Free Trial 





$30 to $50 A MONTH 
IN LUMBER AND LABOR 






ORDER NOW OR SEND FOR 
CIRCULAR 





TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIG*N 
DEPT. 4 
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Nn S:Low 
ad’ er- 
fed by Get the best in SOUTHERN PINE 
is, Jr,, 
“| Anaconda Copper at DAVIS BROS. 
Mitte- e.;° O ti ° fj L ee ti b ° ° 
bet perating in fine Louisiana timber, we are in a posi- 
7 v. Mining Co. tion to ship superior quality: ' 
Dealer 
adley, ‘ 
Miller, Lumber Department Southern Pine 
| * — _ @ Dimension 
@ Bevel and Drop @ Shiplap & CM 
Bonner, Mont. Siding @ Interior Trim & 
Mouldings 
a Also we can mix in: 
— Southern Hardwoods 
— 7 @ Beech @ Red and Sap Gum 
» and Manufacturers of @ Red and White Oak @ Ash 
= @ Elm @ Hickory 
ident; Ponderosa Pine, Fir and Satisfied customers for more than 60 years. 
— L h L b We Solicit Your Mixed Car or Truckload Orders. 
— are umber Lumber Grade-Marked if Requested. 
Lore 
Iman, Time QuolityBuyers tor More Than 60 Kars 
5 ws ae , V f2P Wisi 
Lake eiAN\SLZS ANSLEY « LOUISIANA 
— @ brothers Lunter Co 
SUPERIOR LUMBER 
s 
: EVERY BOARD GETS A BATH IN 


THE ANTI-STAIN SOLUTION ... 











It's just a matter of minutes from gang saw to trim- 
mer to anti-stain bath for boards at Dargan's mod- 
ern Conway plant. Fungi are killed, stain is eliminated, 
and the brighter, better product of painstaking 
procedure at every step becomes "Superior Dargan 
Lumber." 


@ FINISH 


° 6 FLOORING <a 7d WAY AHEAD OF ANYTHING 


@ CEILING IN THE LOW-COST PLANER FIELD ! 
@ BOARDS a 

@ SIDING rn ay 24 Built for the precision accuracy formerly obtainable 

. only with the larger machines. A husky producer 

nanan with wedge adjusted bed, and many patented features 

GD AN abe] i Se promoting convenient, time-saving operation and 

a - M! highest quality work. Big enough to meet all the 

eaetieaseuane oe : . requirements of retail! lumber companies and many 

: : + oa . : wood-working establishments. Capacities: 24” x 8” to 

ae ee ee oe Every board gets an anti-stain 30” x 8”. Priced way below the larger planers. Every 


ings, prices, and free de- te fee lg cin dt , t ; 
scriptive literature. ——= ee user is a booster. Write for Bulletin No. 54. 


DARGAN LUMBER MANUFACTURING COMPANY BUSS MACHINE WORKS 


(FORMERLY INGRAM-DARGAN LUMBER CO.) 
Gang Mill + Dry Kilns - Planing Mill CONWAY, S. C. 238 EIGHTH ST., HOLLAND, MICH. 
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ES-nails Permit 
Lower Unit Costs 


In two extensive housing develop- 
ments—Richfield Village and New Mil- 
ford, both located near Clifton, N. J. 
the use of ES-nails for sidewall 
shingling has permitted rapid, low- 
cost shingling in these garden apart- 
ment projects which together have 
2,000 units. A Section 608 FHA 
financed project, Richfield Village is 
now under construction by J. J. 
Brunetti, designed by Leonard G. 
Feinen, architect, of  Wood-Ridge, 
N. J. Mr. Brunetti has confirmed 
that ES-nails were responsible for 
important reductions in sidewall costs 








THIS VIEW of an end-wall at Richfield 
Village shows the deep shadow line of 





througn direct application of shingles 
to %-inch gypsum sheathing. 

The builders estimate they have 
achieved the lowest family - unit 
monthly rental in New Jersey, rang- 
ing from two rooms at $55 to four 
rooms at $74. Full use of the econo- 
mies and flexibility of ES-nail con- 
struction at Richfield Village has re- 
sulted in lower unit costs while main- 
taining high standards of exterior 
beauty. This outside attractiveness 
was obtained by combining brick 
veneer fronts with double-coursed pre- 
stained Certigrade cedar shingle end 
walls, and asbestos shingled rear 
walls. 

The use of gypsum or insulation 
sheathings meant working with 
quickly erected sections, 2’ x 8’, or 
even larger. As a result, sheathing 
goes fast, with little waste. Self- 
clinching ES-nails, which can _ be 
nailed directly to this sheathing, 
eliminate wood stripping. Designed 
for attaching wood, asbestos, or as- 
phalt shingles to non-wood sheathing, 
ES-nails are manufactured by Elastic 
Stop Nut Corporation, 2330 Vauxhall 
Road, Union, N. J. 


Rights to Make Capehart Saw 
Gide, Sold to Skilsaw, Inc. 


The Packard Manufacturing Co., 
Indianapolis, Ind., has just sold ex- 
clusive manufacturing and _ sales 
rights to the new Capehart Saw Gide, 


supply and building trades fields. 

The Capehart Saw Gide is said to 
fill the need for a top-quality, } ort- 
able, precision, “on the job” saw guide 
that cross-cuts, bevel  cross-cuts, 
mitres, bevel mitres, rips, bevel rips, 
and many other operations heretofore 
performed only by larger, higher. 
priced radial arm saws. 

The purchase by Skilsaw, Inc., coy- 
ers manufacturing and sales rights, 


Arthur Hood Heads National 
Sales Executives Board 


Arthur A. Hood, editor of AMER. 
ICAN LUMBERMAN and vice-pres- 
ident of Vance Publishing Company, 
Chicago, was elected chairman of the 
board of National Sales Executives, 
Inc., after serving terms as_ second 
and first vice chairman. He succeeds 
Arthur H. “Red” Motley of Parade 
Publications. 

National Sales Executives is a fed- 
eration of 109 sales executives clubs 
in the United States and Canada with 
a total of 14,000 sales management 
members. 

Mr. Hood has had a long career in 
sales work as a retailer, wholesaler, 
and manufacturer. He was one of the 
founders of the National Society of 
Sales Training Executives and of the 
National Distribution Council. He 
served as Director of Dealer Rela- 
tions for Johns-Manville for 13 years. 

Mr. Hood is credited with having 















the double-coursed wood shingles at- to Skilsaw, Inc. of Chicago. In the interested some score of American TI 
tached to 14-inch non-wood sheathing few short months since its invention, universities in installing four year ai 
with concealed type ES-nails. Asbestos this new product has created consid- curricula for specialized training of m 
shingles are used on all rear walls. erable interest in the hardware, mills lumber and building products retail- Cc 
P. 
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$1 
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“ 
American voubie sive Load Binder | | D, M. MCCLINTOCK LUMBER CO. | } : 
THE ORIGINAL ALL STEEL S aa s Ww 
. . e 0) 
For binding (Goodyear Pattern) Terminal Sales Building, c 
Holds load firm- d 
32 le PORTLAND 5, OREGON 
tnrcoghout — : 
easiest to use Telephone: Atwater 9355 r 
+» « » most prace 0 
re = ae I 
ive. 
sizes. Write. for Douglas Fir @ Red Cedar 
circular and fu ~ I 
information. — Sitka Spruce & Hemlock Lumber i 
“American” line of Logging Tools and Appliances is the best on ‘ ( 
the market. Shingles 
Write for Catalog 
AMERICAN LOGGING TOOL CO. tia tial tities 
Evart, Mich. ad 

















BURNER with 
CONE GRATE 


* Burns 25°, More 


* With 75° less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS — 5 TO 1200 H.P. 
TANKS and STACKS 
STRUCTURAL STEEL 
FABRICATORS 
MERS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 


Scribner’s Lumber & Log Book 


Indispensable for lumber merchants, sawmill men, etc., 
190 pages, vest pocket size, giving tables on scantling 
and plank measure, round timber reduced to square 
timber and round logs reduced to inch measure by 
Doyle’s Rule, log tally calculations, and other valuable 
information, Over 2,500,000 copies sold. 


$1.00 POSTPAID 


American Lumberman, Inc. 
139 N. Clark St. Chicago 2, Illinois 


_———w 
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ers, leading to a degree of Bachelor 
of Science of Light Construction En- 
gineering and Marketing. 

Other officers elected at the annual 
convention of NSE were: President, 
Robert A. Whitney, National Sales 
Executives, Inc., New York; 1st Vice 
Chairman, Wesby R. Parker, General 
Foods Corporation, New York; 2nd 
Vice Chairman, C. Clair Knox, Real 
Silk Hosiery Mills, Inc., Indianapolis, 
Ind.; 3rd Vice Chairman, Dan R. Hud- 
son, Family Reserve Insurance Co., 
Birmingham, Ala.; Vice Chairman 
for Canada, Stuart M. Philpott, 
Northgrave, Ltd., Toronto; and Treas- 
urer, Al Seares, Remington Rand, 
Inc., New York. 


Companies bunounce 


The Sisalkraft Co. has announced 
changes in its sales personnel. James 
R. Reed has been transferred from 
the Chicago office to the San Fran- 
cisco area territory. Bryan McDon- 
ald who has for some years been 
calling on lumber dealers, contractors, 
architects, and distributors in the 
Pacific Northwest area has_ been 
transferred to the Chicago office to 
work in a sales capacity. He is to 
be replaced by Fred Stevens. 








E. V. Pomeroy, vice-president of 
The American Hardware, New Brit- 
ain, Conn., announces the appoint- 
ment of A. C. Ziegler as the new 
Chicago district manager for the 
P. & F. Corbin Division. Mr. Ziegler 
replaces J. A. Metz, who recently re- 
signed. A specialist in builders hard- 
ware, Mr. Ziegler has been identified 
with the hardware business since 1934 
when he joined the Sargent Chicago 
organization. Later in 1938 he be- 
came their sales representative in 
New England after which he was 
again transferred to cover a south- 
eastern territory. In 1944 Mr. Ziegler 
resigned to work with his father, 
owner of Ziegler Bros. Co. in Elgin, 
Ill. Here he gained a valuable back- 
ground knowledge of retail hardware 
merchandising. Four years later Mr. 
Ziegler joined P. & F. Corbin, Chi- 
cago Office, and on September 15, 
1948, was named sales representative 
in the District. 


Claude V. Meconis, assistant adver- 
tising manager since 1947 for The 
Rapids-Standard Company, Inc. of 
Grand Rapids, Mich., has been pro- 
moted to the position of advertising 
manager. Mr. Meconis succeeds Cros- 
by Kelly who recently was appointed 
executive manager of the Chicago 
Lake Front Fair. 


The Abesto Manufacturing Corpo- 
ration, Michigan City, Ind., has ex- 
pended its sales staff to include 
Gerald E. Hunt of Columbus, Ohio, 
who will be sales representative for 
the state of Ohio. Mr. Hunt will 
headquarter at Columbus, Ohio, and 
will service accounts in cooperation 
with the Acme Sash & Door Com- 
pany of Cincinnati; the Allen A. 
Smith Company of Toledo; and the 
Throop-Martin Company of Colum- 
bis, Ohio. Mr. Hunt has been asso- 
cated with the building material 
business for several years. 
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Obituaries... 


RALPH J. HINES passed away 
May 27 in New York City. Mr. Hines 
had suffered a serious fall on the 
stairs of his home on Saturday, May 
20. While he seemed to be improving 
he never regained consciousness. He 
died in Presbyterian hospital in New 
York City. Ralph Hines was born in 
Chicago in 1900, educated at Phillips 
Andover academy, Yale and Oxford 
universities. He joined the Edward 
Hines Lumber Co. in 1922 and at 
his father’s death in 1931 became 
president of the company and was 
in active charge of the company’s 
manufacturing and lumber wholesal- 
ing operations. In 1942 Mr. Hines 
resigned from active control and 
joined the Aviation branch of the 
Navy. After training at Quonset 
Point, R. I., he saw service in naval 
air stations in the United States and 
South America, being separated from 
the service in 1945 as a lieutenant 
commander. Since that time he had 
served as a director of the company. 


GUY GLEASON, 73, owner of 
Gleason and Sons Lumber Company, 
Hesperia, Mich., died May 17 after 
an illness of two weeks. Mr. Gleason 
had operated the lumber company 
with his two sons, Clark and Lee, 
since 1943. 


A. P. LEWIS, formerly an em- 
ploye of The Sisalkraft Co., Chicago, 
Ill., passed away May 21. Mr. Lewis 
had worked with The Sisalkraft Co., 
manufacturers of reinforced water- 
proof papers, for about 20 years. He 
called on lumber dealers in the New 
York area, and later in the Indiana- 
Michigan territory. 

JAMES ADDISON JONES, 80, 
founder of the J. A. Jones Construc- 
tion Company, died at his home May 
25. He had not been in good health 
for some time but had remained 
active in his business until the week 
of his death. About three years ago, 
his son, Edwin L. Jones, became presi- 
dent of the company and Mr. Jones 
became chairman of the board. 


BUSH F. BILDERBACK, 81, lum- 
berman at Mt. Carmel, IIl., died May 
24 after eight months of illness. He 
was well known in lumber and build- 
ing circles in eastern Illinois and 
western Indiana. 

WALTER L. WHITE, 62, long as- 
sociated with his father, the late 
William White, in operating the 
White Lumber Company at Boon- 
ville, Ind., died at his home in Boon- 
ville on May 10. He is survived by 
one brother, Clifford “Tippy” White, 
who operates the White Lumber 
Company. 

LEO BIELE, 50, manager of the 
Badger Lumber Company, Ogden, 
Utah, for the past three years, died 
May 16. He was born in Pueblo, 
Colo., a son of Louis W. and Wini- 
fred O’Rourke Biele. In Pueblo he 
was employed by the Newton Lum- 
ber Company for 25 years, as sec- 
retary-treasurer, and in July 1947, 
he settled in Ogden, where he as- 
sumed managership of the Badger 
Lumber Company. 

FRANKLIN G. WHITE, 60, man- 
ager of the White Lumber Company 
at Washington, Ind., died May 10 
after a short illness. 














ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman 6& Building Products 
Merchandiser is published every other Satur 


ex. It publishes the Vey strictly classi- 
fied advertising section in its field. 

All ads for cl ed section must be in Pub- 
lisher’s office 10 days — date of pub- 
lication. Advertisements are set in orm 
6 point le. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any ciassified advertisement. 
No —— commission or cash discount 


allowe 
Terms — Cash With Order 
Minimum Charge §2.00 
Rates: 


1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 


r word for each insertion. 
um charge of 45c per line. 


6 Times — 8c per word for each insertion. 
um charge of 40c per line. 


26 Times — 7c r word for each insertion. 
um charge of 35c per line. 


For advertisements bearing box number count 
five extra wo There are approximate. 
5 words to a line and when less are specifi 
er used, regular line rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


3 Times — 9c 


AMERICAN LUMB & 
BUILDING PRODUCTS CHANDISER 
138 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


WANTED: Moulder Man. Experienced in mill- 
work business. Must be able to set up ma- 
chine and grind own knives. Steady Work— 
Top Wages. Apply Carr & Johnston Com- 
pany, 1219 So. Gablagten. Peoria, Illinois. 














Wanted an executive to handle sales and 
general management of the largest wood 
working plant in Northwestern Penna. Man 
not over 40 years of age who can fit into 
@ very small community and who can stand 
full investigation as to ability and other 
qualifications. To the right man this is an 
unusual opportunity. Address Box B-65, 
American Lumberman, Inc. 





Salesmen to sell a wood window unit in 
the following cities: Cincinnati, Columbus, 
Buffalo, Youngstown, Pittsburgh, Akron, 
Cleveland, and surrounding areas on a com- 
mission basis. Address Box C-20, American 
Lumberman, Inc. 





Wanted an experienced estimator. detailer 
and biller for special wood millwork. Address 
Box B-39, American Lumberman, Inc. 


COMMISSION SALESMEN 
In certain territories in Illinois, Indiana, Ohio 
and Michigan to sell Southern and Western 
woods on split profit basis: 100% protection on 
repeat business. E. J. Gaiennie, Box 1774, 
Shreveport, Louisiana. 








Lumber and building material salesman who 
is not afraid to work at anything to be done 
in retail yard. 10,000 ag oe in Middle 
a Box C-54, American Lumber- 
man, Inc. 





Wanted by Chicago building material whole- 
saler, young man clerical assistant to buyers 
handling orders, stock records, routing ship- 
ments, etc. Retail lumber yard office experi- 
ence desirable. Address Box C-45, American 
Lumberman, Inc. 
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SITUATIONS WANTED 











USED MACHINERY WANTED 





DETAILER AND BILLER 
Old established Florida company wishes to 
employ an experienced Detailer and Biller — 
referably a man who is also experienced 
timator. 
J. F. Townsend 
Townsend Sash, Door & Lumber Co. 
Lake Wales, Florida 


WANTED: POSITION AS BOOKKEEPER 


Twenty years general office. taxes and ad- 
fostas- Pleasant 6 gg ee 50, excellent 
ealth, unquestionable character. Good on 
detail. Give orders, take ‘em. 
my interests. 
Lumberman, 


Your interests 
, Address Box C-50, American 
nc. 





Wanted—Young man thoroughly experienced 


in retail building material business. Compe- 
tent, aggressive salesman, able to handle all 
phases of the lumber business. In reply give 
full details of experience, education, age. 
marital status, etc. Address Box C-30, Ameri- 
can Lumberman, Inc. 





PLANT SUPERINTENDENT for woodworking 
plant: capable of handling entire production 
of medium size mill specializing in hardwood 
mouldings. Must be able to do purchasing. 
— and have knowledge of cutting lum- 
er. In reply give abstract and salary ex- 
ang Address Box C-44, American Lumber- 
man, Inc. 





WANTED 
Experienced Detailer-Biller for permanent job 
with one of the South's largest special mill- 
work plants. Excellent working conditions. 
McPhillips Mig. Co., Mobile, Alabama. 








SALES REPRESENTATION 
AVAILABLE 








I want Lumber millwork and plywood to sell 
on commission in this City. Frank M. Pierson, 
5515 H M C Str., Houston, Texas. 








BUSINESS WANTED 








WANTED: TO LEASE OR BUY 


In Chicago limits, small lumber yard on rail- 
road switch, with office and storage shed. 
Address Box C-40, American Lumberman, Inc. 
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LUMBER & DIMENSION 
WANTED 





Wanted—Experienced millwork detailer and 
biller, steady work, good salary. Give full 
details in application. 
Scott Graff Company 
Duluth, Minnesota 





Plywood salesman. door experience preferred, 
can connect with prosperous distributor. Can 
purchase all or part interest on extended 
terms. Owner retiring. Write Box C-35, 
American Lumberman, Inc. 





Wanted—Man capable of producing lumber 
from stump to car at low cost. For such a 
man, we agreeable to pay a salary and a 
percentage of profits. Or, we agreeable to 
selling a part interest in this operation. If 
you are a top-quality man in every respect 
we will be glad to hear from you in detail. 
Address Box C-38, American Lumberman, Inc. 





WANTED—Lumber salesman and _ inspector. 
Contact small mills. P. O. Box 1323, Cumber- 
land, Maryland. 


“SITUATIONS WANTED 














PROFITABLE MANAGEMENT 
FOR RENT 


Highly capable building materials manager, 
now employed, seeks greater opportunity 
with financially-sound progressive organiza- 
tion. Experienced merchandiser, successful 
executive and sales background in retail 
and wholesale fields. State of Ohio only. 
es Box C-2l, American Lumberman, 
ne. 





Experienced yard manager wishes to make a 
new connection. Employed. Prefer middle- 
west. ae Box B-51, American Lumber- 
man, Inc. 





MILLWORK SUPERINTENDENT 
Years of experience, manufacturing fine de- 
tailed and stock millwork. Good expediter. 
Address Box A-37, American Lumberman, Inc. 





Yard Manager—wishes to locate in Michigan, 
Executive ability, 19 years experience. Age 
42, excellent background, prefer position with 
one who desires to retire. Address Box C-32, 
American Lumberman, Inc. 





Experienced lumberman desires position as 
manager, twenty years experience, proven 
ability and excellent references. Address Box 
C-33, American Lumberman, Inc. 





Competent 


Estimator with excellent record 
both stock and special woodwork desires 
change to permanent position. Address Box 


C-34, American Lumberman, Inc. 





Successful builder and estimator of homes 
and light construction, age 40, supervision of 
own mill operations. Selling out, seek con- 
nection with established retail or wholesale 
lumber company: in sales, operations or man- 
agement. ank and commercial references. 
West of Mississippi River preferred. Available 
SeptemBer Ist. Address Box C-47, American 
Lumberman, Inc. 
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WANTED: 100,000’ mixed Hardwood, Random 
widths and lengths, 7, or 4/4, also 50,000’ 
2x4xRL, must be 17/g x 37/3. All lumber rough 
and semi-dry. This is our monthly require- 
ments. Quote delivery carload lots FOB 
Hamilton, Indiana. Terry Lake Lumber Co., 
Hamilton, Indiana. 





WANTED TO BUY: One to five carloads of 
either Western Red Cedar or Redwood 1x3 
fence pickets: also Western Red Cedar in the 
following dimensions: 1x3, 3x4 and 4x4 S4S, 
No. 1 Common, one or dry. Bulk of mate- 
rial we are see ing to be random lengths. 
Please specify price F.O.B. Central Islip, 
Long Island. New York. which takes the 
$1.18 transcontinental rate. 
KAUFMAN-ALLIED, 139-24—224th St. 
Laurelton 13, L.I. New York 





Can use 5 cars 10/4 monthly green or kiln 
dried Ponderosa shop R/W and R/L. Also 
some 8/4. Prompt payment. Advise price de- 
livered. Beau Products Company, East Berlin, 
Pennsylvania. 
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RAILS WANTED 
Any weight—Any tonnage 


W. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 





STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 


MIDWEST STEEL CORPORATION 
Charleston, W. Va. 





WANTED—Dry Shavings and Sawdust. Ad- 
dress Box B-57, American Lumberman, Inc. 








BUSINESS OPPORTUNITIES | 








Willing to lease my lumber yard or take in 


partner. On four lane pene | on South 
Side of Chicago. It is too much for me to 
handle. Address Box C-22, American Lum- 
berman, Inc. 





LUMBER — BUILDING SUPPLIES 


Sales $20,000 month: two buildings, 35x80- 
50x75; fully equipped; large lot: no competi- 
tion; established clientele: with property, price 
$35,000. APPLE COMPANY, BRO Ss, GLEVE- 
LAND, OHIO. 





Medium sized retail yard in Suffolk County. 
Small investment required. Will consider an 
active and experienced associate. Reply to 
Box C-41, American Lumberman, Inc. 





June 17, 1950, AMERICAN LUMBERMAN ¢ 








One 4 or 6 drum sander. Upper and lowe, 
drums. General Door Mig. Co., West Bend, 
Wisconsin. 


LUMBER & DIMENSION 
FOR SALE 
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FOR SALE 


MOULDING AND SELECT GRADES PON. 
DEROSA PINE LUMBER for millwork trade 
Stock air-dried to average approximately 12%, 
and classification based on WPA rulings. We 
sell only car load and trailer lots from ou 
warehouse in Laredo. We solicit inquiries, 


m. S. be to 
rter—Exporter 
309 Semeottene Ue. Laredo, Texas 





















DRY LUMBER FOR SALE 


6/4 4” & wdr. Jack Pine 1 x 4 & wdr. Aspen 
or Popple R/L, 8/4 Aspen or Popple 4” ¢& 
wdr. R/L, also 5/4 & 6/4, 1 x 4 & wdr. R/L 
Northern Pine all above #4 and better. 1 x 4 
& wdr. #5 White Pine heavy to 8 & wdr, 
2/4 8’ #1 and 2 Pine. Will mill to suit your 
requirements. Write for F.O.B. Virginia 
prices. 


W. T._ BAILEY LUMBER COMPANY 
VIRGINIA, MINNESOTA 


MISCELLANEOUS—FOR SALE 



































CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO.., Inc. 
















inneapolis, 
Advertising Yardsticks 
Basswood and ardwood. Reasonable 
prices, prompt delivery. F. M. Mosedale 





Co., St. Charles, Ill. 












ARCOIL OIL BURNERS 
with MINNEAPOLIS CONTROLS $70.00. 


Arcoil Co., 23 Broad St.. Newark 4, N. J. 













For Sale: Cement Brick Factory. Northwest 
Arkansas. New Bull Shoals and Norfolk Dam- 
~ Harrison Brick Company, Harrison, Ar- 
ansas. 










For Sale: Large areas in the Upper Peninsula 
of Michigan. Have lakes and streams, all 
accessible, and suitable for private hunting, 
fishing. or resort developments. Write Box 
C-49, American Lumberman, Inc. 






























BAGS FOR SALE 

















King Nail Bags—(larger opening) 
Sacks—Paper or Cloth. 
Hosking Paper Co., Wilmette, III. 























BUSINESSES FOR SALE 


FOR SALE: Well established lumber and 
building supply yard with marine railway 
and boat business in connection, located in 
Eastern Wisconsin on Lake Michigan. Land 
and good buildings including home and well 
equipped shop plus warehouses and _ sales 
room. Inventory approximately $20,000. Owner 
must move for health reasons. Address Box 
C-48, American Lumberman, Inc. 





























For Sale: Chicago’s most modern lumber- 
hardware-building material store and yard. 
All new buildings. Located on heavily trav- 
eled main street in fast growing. area, south- 
west side. Established in this location over 
20 years. Air conditioned. Modern hardware 
store, show room, and offices. Large lumber 
and material store, heated for winter and 
cool in summer. Up to date 6-man mill shop 
and hobby shop. Modern handling equip- 
ment and trucks. 8 acres of ground, with 
200 car parking area. 1 acre under roof. 
Present sales 13 million per year. Inventory 
and equipment will require over $300,000. Will 
lease or sell real estate. Good reason for 
selling. Address Box C-53, American Lum- 
berman, Inc. 
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Here’s the modern 
touch of beauty 


=ICABINET HARDWARE 


0.00, Smart homemakers are interested in an attractive kitchen where efficiency and finger-tip con- 
“1 Bveniences make housework a pleasure. 


orthwest 
kk Dam- 


k Dex» # Ample cabinet space for dishes and culinary appliances is the new order of the day. A place 
for everything and everything in its place is the popular trend toward gracious living. 


insula 


National designers have scored a direct hit with this wide assortment of cabinet hardware 
made in a variety of sizes and styles to fully accommodate practically every type of cabinet 


construction. Heavy chrome plating keeps this hardware looking beautiful and bright with a 
minimum of care. 


7 National hardware is carefully packed and labeled to 
' assure its freshness reaching your trade intact. It’s easy to 
sell and stock hardware with this built-in quality look— 
try it now! 
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GOOD BRICKWORK = GOOD DESIGN + GOOD WORKMANSHIP + GOOD MATERIA 








If the back-up units are laid first, the front 
of the back-up units should be plastered. 
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Backplastering should not be attempted 
over protruding mortar joints. 


PARGING 


WITH 


HELPS ASSURE 


DRY WALLS 


WE SUGGEST THAT— 


The face brick should be backplastered 
with not less than 9 of an inch of mortar 
before the back-up units are laid. 


Or, if the back-up units are laid first, the 
front of the back-up units should be 
plastered with not less than ¥ of an inch 
of mortar before the face brick are laid. 


eavy rains don’t make brick walls leak — 
H they merely reveal the fact that the walls 
contain voids or passages through which the 
water may penetrate. 


Dry brick walls are primarily the result of good 
design and good workmanship. Good materials 
are important, but still secondary. The more 
plastic the mortar used, the easier it is for the 
bricklayer to deliver good workmanship. 


The photos at the left show some points of 
good workmanship. 


Brixment mortar has greater plasticity, higher 
water-retaining capacity and better bonding 
quality. Because of this combination of ad- 
vantages, architects, contractors and dealers all 
over America have for thirty years made Brix- 
ment the largest-selling mortar material on the 
market. Why not try it yourself? 





LOUISVILLE CEMENT COMPANY, 


Incorporated, LOUISVILLE, KENTUCKY 











